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There are WAYS 
to buy 


ADVERTISING SPACE 


The 2. The 
HAPHAZARD WAY /|f AUDITED WAY 


by rumor, by the facts 


—=" presented in 
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IME was when buying advertising space seemed like groping 

in the dark. With no facts to serve as guide through the 
mysteries of circulation, you had to rely on rumor and hearsay. 
You had to pick your papers by guess-work . . . and hope for the 
best results as far as sales were concerned. 

That day is past. Discerning advertisers now buy space with 
as sound a basis of fact as they buy a ton of coal or a dozen of eggs. 


The source of this enlightenment is the A.B.C. report—the complete 


official, audited report of circulation facts. A.B.C. reports reveal and analyze 
NET PAID CIRCULATION—how large it is, where it is, how it was secured. 


It is your insurance that you will get what you pay for. It protects the 
buyer and the honest publisher. It is made possible by over 2000 publishers, 
advertisers and advertising agencies. Together they provide you with this 
insurance policy. Use it. It costs you nothing. It may save you much. 


We will be glad to give you a copy of our latest A.B.C. report, containing 
the facts by which you can judge the value of this paper. 


Jhe NATIONAL An A.B.C. 
UNDER WRITER Publication 


A.B.C.= Audit Bureau of Circulations= FACTS as a yardstick of advertising value 


FRIDAY, JULY 21, 1939 
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If you could order a job made to measure — 


wouldnt you ask for— 


PERMANENCY? A job that 
would last as just long as you 
wanted it to last for you. 





EVER-INCREASING INCOME? 
One that grew with the pass- 
ing of years; one without 
automatic terminations. 











J085 MADE DEPRESSION-PROOF INCOME? 
MEASURE From an organization whose 
fieldmen’s income increased 
straight through the De- 
pression. 












































A WORRY-FREE JOB? One 
assuring income in disability, 
death benefits to your family, 
a retirement income. 





























A JOB YOU'D LIKE? Because 
you'd be proud to represent a 
company whose policies have 
unquestioned safety and un- 
usually low cost. 

















A C A C I If these are some of the specifications you would demand if 
you could order a job made to measure, ask about Acacia’s 

M UTUAL Opportunity Contract. | . 

LIFE INSURANCE COMPANY 


William Montgomery, President 
Acacia Building Washington, D. C. 
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Pink Is Against 
Rump’ Convention, 
Refaliatory Steps 


Plans to Continue Past 
Policy of Inviting Outside 
Examiners 


NEW YORK—Despite the rebuff of 
New York’s compromise offers at the 
recent San Francisco convention of the 
National Association of Insurance Com- 
missioners and the resulting stalemate 
on the examination question, Superin- 
tendent Pink of New York is opposed 
to the idea of a “rump” convention of 
eastern commissioners and those shar- 
ing their views, though he would attend 
such a meeting if one were called, he 
said, in answer to questions by THE 
NATIONAL UNDERWRITER. 

Mr. Pink feels that the “rump” con- 
vention proposal, if carried out, would 
only further intensify the spirit of sec- 
tionalism that started when a group of 
the western states began getting to- 
gether as a separate unit. He doesn’t 
want to see the eastern commissioners 
and others who agree with their prin- 
ciples making the same error that he 
feels the western group made. 


Seeks No Retaliation 


Asked about his next move, Mr. Pink 
said he thought the next move is up 
to the group which refused to compro- 
mise. The responsibility is now theirs, 
he said, intimating that the realization 
of this added responsibility might be a 
factor in bringing about a solution of 
the examination problem. Mr. Pink said 
he has no intention of making a public 
issue of the examination question or 
attempt to stir up sentiment among the 
electorate. He plans no retaliatory 
steps or taking the offensive. 

As far as New York examinations 
are concerned, Mr. Pink said he intends 
to go right on inviting examiners of 
other states to participate—how many 
examiners and which states depending 
on the size of the company being ex- 
amined, the distribution of its business 
outside New York, and the number of 
New York examiners who will be on 
the job. This plan keeps the examina- 
tion expense roughly proportional to 
the company’s size. Limiting the ratio 
of outside examiners to New York ex- 
aminers is in line with New York’s 
Statutory provision that New York 
companies must be examined by New 
York civil service examiners. This law 
is the storm center of the examination 
controversy and in the compromises he 
has offered Mr. Pink has gone as far 
as he thinks the law permits him to. 





Wheat Kentucky Actuary 


Dick M. Wheat has been appointed 
actuary of the Kentucky insurance de- 
partment to succeed Vernon D. Rooks, 
who recently was promoted to assistant 
director. 


June Total Sales Up 22% 
as Group Soars Ahead 


NEW YORK—New life insurance 
sales for the first six months showed 
an increase of 3.9 percent with a June 
gain of 22.1 percent, the first increase 
since January. New group sales 
showed the unusual increase of 330.9 
percent over June, 1938. New ordinary 
increased 6.4 percent, and industrial de- 
creased 24.5 percent, according to the 
Life Presidents Association. 

For the first half of the year, the total 
new life business was $3,830,307,000 
against $3,684,769,000 in 1938, increase 
3.9 percent; new ordinary $2,677,034,000 
against $2,345,497,000, increase 14.1 per- 
cent; industrial $742,322,000 against 
$1,107,183,000, decrease 33 percent; 
group $410,951,000 against $232,089,000, 
increase 77.1 percent. 

For June, the total new business of 
the 40 companies reporting was $729,- 
749,000 against $597,773,000, increase 
22.1 percent; new ordinary $406,958,000 
against $382,385,000, increase 6.4 per- 
cent; industrial $128,568,000 compared 
to $170,312,000, decrease 24.5 percent; 
group $194,223,000 against $45,076,000, 
increase 330.9 percent. 

New paid business written in the first 
six months of 1938 and 1939, and per- 
centage increases or decreases, follow: 


1939 

Ordinary Insurance over 
1938 

Month 1938 939 % 
Jan. ....$ 377,789, a $ 578, Cis 000 53.2 
Feb. .... 373,644,0 420,255,000 12.5 
March 441,067, 000 461,418,000 4.6 
April 386,529,000 385,634,000 —.2 
May 384,083,000 424,094,000 10.4 
June 382,385,000 406,958,000 6.4 





$2,345,497,000 $2,677,034,000 14.1 
Industrial Insurance 


Jan. ...$ 179,975,000 $ 99,363,000 —44.8 
Feb. ... 174,092,000 109,871,000 —36.9 
March 198,025,000 138,396,000 —30.1 
April 193,131,000 129,051,000 —33.2 
May 191,648,000 137,073,000 —28.5 
June... 170,312,000 128,568,000 —24.5 





$1,107,183,000 $ 742,322,000 —33.0 
Group Insurance 


Jan. ...$ 31,401,000 $ 51,899,000 65.3 
Feb. ... 41,671,000 40,365,000 —3.1 
March 33,050,000 45,205,000 36.8 
April 37,815,000 35,981,000 —4.8 
May 43,076,000 43,278,000 —.5 
June 45,076,000 194,223,000 330.9 








$ 232,089,000 $ 410,951,000 77.1 











“It's Another Boy” So He 
Writes Another Policy 


DALLAS—R. W. Williams, 
American National agent, was 
sitting on the front porch of the 
home of Jim Ford at Denison 
fixing up premium receipts for 
policies carried on two of the 
Ford children, when a nurse ap- 
peared at the door and said: 

“Well, Jim, it’s here. It’s an- 
other boy.” 

Said Jim to the agent: “Better 
let me have another policy.” 

Said the agent: “Sure.” 

He filled out the application for 
the new arrival, collected the 
first premium and those for the 
other tots, congratulated Mr. 
Ford and went his way. 














1939 
Total Insurance over 

1938 

Month 1938 193 % 

Jan. -$ 589,165,000 $ 729, 91, 000 = 23.9 
i 589, 407,000 570,491,000 —3.2 
March 672,142,000 645,019,000 —4,0 
April 617,475,000 550,666,000 —10.8 
May 618,807,000 604,445,000 —2.3 
June 597,773,000 729,749,000 22.1 


$3,684,769,000 $3,830,307,000 3.9 


BUREAU REPORT 











The first half of 1939, $3,392,000,000 of 
ordinary insurance was paid for, accord- 
ing to figures released by the Life Insur- 
ance Sales Research Bureau of Hartford. 
This total volume represents an increase 
over the same period last year of 12 per- 
cent. All sections shared this increase, 
the two greatest gains being in the New 
England and east north central sections, 
with 23 percent and 18 percent respec- 
tively. 

These same sections led the rest of the 
country in the monthly gain in June. For 
the country as a whole, $5,250,000 of 
ordinary business sold was a gain over 
June, 1938, of 6 percent. In the New 
England and east north central sections 
the sales were 22 percent and 10 percent 
higher than last year. The Pacific sec- 
tion was the only region with a decrease. 





Seek to Revive 
Bill to Bring 
Agents Under Act 


WASHINGTON—An effort is being 
made this week in the conference com- 
mittee, consisting of seven senators and 
seven members of the house, to revive 
the amendment that would make all 
salesmen that are compensated on a 
commission basis subject to the provi- 
sions of the social security act. Leaders 
in the movement to revive the amend- 
ment are Cooper of Tennessee and Mc- 
Cormick of Massachusetts. This is a dis- 
concerting development to those who 
felt that the issue had been finally dis- 
posed of in the action of the senate in 
passing the motion of its finance com- 
mittee that the whole amendment be 
stricken. 


Amendment Adopted by House 


The amendment was recommended in 
the house by the ways and means com- 
mittee and passed the house. That 
caused a real flurry, as it took in all men 
compensated on a commission basis. In- 
surance interests, fire, casualty and life 
went into action immediately as well as 
numerous other interests such as the al- 
uminum people and the Fuller Brush 
Company. 

At the hearing before the senate 
finance committee on the question, oppo- 
sition to the amendment so far as the 
insurance interests are concerned, was 
voiced by Ray Murphy, assistant general 
manager of the Association of Casualty 
& Surety Executives, and by Col. C. B. 
Robbins, manager American Life Con- 
vention of Chicago. 





Social Security 
an Aid to Sale 
of Salary Savings 


Employers More Aware 
of Desirability of Aiding 
Their Employes 


NEW YORK—The fact that social 
security is before Congress and hence 
more than ever in the public eye makes 
the present time particularly good for 
the sale of salary savings insurance. 
Life companies which have done the 
bulk of this business are pushing it, 
while those which have not done much 
at it are expanding their sales activities 
in this field. 


Group insurance, pension plans and 
pension trusts are favored by the em- 
ployer, but all these cost him something. 
Salary savings, on the other hand, costs 
him nothing except the relatively trifling 
expense of making the premium deduc- 
tions each month and remitting them to 
the insurance company. It is merely 
necessary to convince him of the social 
and practical usefulness of having his 
employes insured under such a plan and 
of having an insurance expert at the 
plant so they can get sound advice on 
their insurance problems. 


Valuable to the Agent 


The value to the agent of having a 
salary savings franchise is particularly 
apparent in times like the present, when 
business is hard to get. The cases may 
not be large but it is a sure source of 
eating money. For those who dislike 
aggressive contacting, working the sal- 
ary savings franchise offers a pleasant 
change. Introductions to prospects are 
readily arranged and the agent does not 
have to build up his prestige, since the 
employe takes it for granted that the 
insurance man knows his business. Also, 
the prospect is less inclined to clutch 
his pocketbook knowing that the agent is 
there as a consultant as well as sales- 
man and that the arrangement would be 
discontinued if the agent used any high 
pressure. 

An angle to salary savings which could 
be more fully exploited is have an ex- 
perienced, high-production agent with a 
good entree to the plant set up the ar- 
rangement and then handle it on a joint 
basis with one or more younger agents. 
One such basis is for the younger man 
to take the first year commissions, the 
senior agent getting the renewals. Un- 
less the company or agency manager 
takes the initiative in suggesting such a 
plan, however, many valuable salary 
savings franchises go begging because 
the agent who has an “in” with the top 
officials considers salary savings small 
potatoes and not worth his time. 

It is not necessary, though, to confine 
efforts to this joint type of case. Fre- 
quently a new or young agent has a con- 
tact with a moderate or fair sized firm 

(CONTINUED ON LAST PAGE) 
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Many Insurance Exhibits 
at New York Fair 


NEW YORK—The health show at 
the New York Fair is breaking the indi- 


vidual exhibit attendance records. The Hall . 


of Man exhibit in the Medicine & Public 
Health building shows the highly suc- 
cessful technique insurance companies 
are employing to tell their story to the 
public through exhibits. Dramatic ex- 
hibits telling the story of human physi- 
ology were made possible through the 
generous assistance of Metropolitan Life, 
Travelers, New York Life, John Han- 
cock Mutual Life, Connecticut Mutual 
Life, Aetna Life, Connecticut General 
and the Guardian Life of New York. 

The exhibits present a simplified ex- 
position of better health and living. Vis- 
istors are encouraged to press buttons, 
push levers and turn cranks to learn the 
various functions of the body associated 
with walking, working, sleeping, eating 
and the five senses. 


Aetna Life Exhibit 


Life’s uncertainties which may be 
avoided by care and vigilance, are shown 
in the Aetna Life’s Laboratory for Liv- 
ing located in the Business Systems & 
Insurance building. A series of novel scien- 
tific experiments reveal interesting facts 
about people. Visitors learn, through 
operating various machines, the work- 
ings of forces in nature the disregard of 
which can seriously affect their well 
being. The Aetna’s famous safe-driving 
test is proving popular. 

There is a novel device which demon- 
strates the action of the human heart. 
Within an outline of a human figure 
may be seen red and blue veins and ar- 
teries through which light flows in a 
semblance of the human blood stream. 
Meanwhile an artificial heart expands 
and contracts. The beat of the heart is 
really that of a girl attendant over whose 
heart an oscilloscope is held. The girl 
jumps up and down as though skipping 
rope, her heart beating faster and faster, 
while an indicator registers the extra 
work her heart is doing. 


Equitable Society Exhibit 


The Equitable Society’s garden of se- 
curity occupies a half acre near the ex- 
hibit section approach to the Empire 
State Bridge. The garden is in form of 
an amphitheatre, dominated by a repro- 
duction of the famous Equitable statu- 
ary group, “Protection,” which slowly 
revolves atop a 36-foot pedestal. 

At the base of the pedestal is a circu- 
lar rostrum surrounded by fountains and 
a lily pond. Two sides of the garden 
facing the pond are stone terraces with 
open pavilions designed to accommodate 
500 persons who may rest on the benches 
beneath the juniper, cherry and yew 
trees and listen to music provided by or- 
chestras, bands or the Equitable’s “sing- 
ing tower.” 


Metropclitan Life’s Exhibit 


At the entrance to the Metropolitan 
Life’s exhibit in the Business Systems & 
Insurance building attention is attracted 
by a centrally located sculpture group, 
symbolic of the American family. 
man, woman and child are walking hand 
in hand as they look forward serenely to 
the future. 

Radiating from the sculptural group 
are the many features illustrating how 
life insurance throws its mantle of pro- 
tection around the Metropolitan family. 
The visitor learns who are the com- 
pany’s policyholders and _ the risks 
against which they are insured—the 
daily hazards of life, accidents, floods, 
hurricanes, sickness, financial insecurity 
in old age, death. By ingeniously revolv- 
ing wheels, the visitor learns how funds 
of the company, widely invested in pub- 
lic and private enterprise, at once insure 
income and furnish capital for business 
and industry. 

Health and welfare activities of the 
Metropolitan Life are shown by minia- 


ture motion pictures, a large moving 
screen, and other interesting devices. 
The work carried on by the Metropoli- 
tan nurses and the widespread public 
health activities in cooperation with 
public and private agencies fighting tu- 
berculosis, pneumonia, infant mortality 
and accidents are depicted. 

The Metropolitan show has a number 
of clever gadgets to be operated by visit- 
ors. A map shows the locations of dis- 
trict offices and the distribution of policy- 
holders. Forty-five miniature figures 
represent the major occupations of pol- 
icyholders. By pressing a button in 
front of the appropriate figure, the 
number of policyholders engaged in that 
occupation appears in electric lights. If 
the visitor wants to learn his expectation 
of life, he sets a dial at his present age 
and the answer appears in a crystal ball. 

In a theatre seating 125 persons in the 
Metropolitan exhibit, a Walt Disney 
film in techni-color offers a comedy les- 
son in safe automobile driving; another 
picture demonstrates the way pneumonia 
is being fought. 

In addition to the exhibits insurance 
companies have worked quietly behind 
the scenes handling a multitude of insur- 
ance problems. 

Because of its size, possibilities, num- 
ber of employes and responsibilities to 
its millions of visitors, the fair not only 
demanded unthought of amounts of cov- 
erage, but it even caused the insurance 
companies to design special policies. 





Canadian Officials Prepare 
for Annual Conference 


The agenda for the annual conference 
of the Association of Superintendents of 
Insurance for the Provinces of Canada to 
be held in the Mount Royal Hotel, 
Montreal, Aug. 21-24, has been promul- 
gated. H. G. Garrett, British Colum- 
bia, is president; E. B. MacLatchy, 
New Brunswick, vice-president, and 
H. D. McNairn, Ontario, secretary. Mr. 
Garrett is chairman of the life insurance 





committee which will consider group 


life insurance and enacting special legis- 
lation relating to suicide. 

Mr. McNairn is chairman of the ac- 
cident and sickness insurance legislative 
committee. Consideration. of the report 
of the subcommittee to recommend a 
definition of group accident and sickness 
insurance and the report of the commit- 
tee of accident and sickness insurance 
underwriters also appointed in June, 
1937, to study the standardization of 
contract wordings and main indemnify- 
ing or insuring clauses in accident and 
sickness contracts will be given. 

Georges LaFrance of Quebec is chair- 
man of the annual statement blanks and 
valuation of securities. 

Mr. MacLatchy is chairman of the 
licensing and regulation of insurance 
agents and will give consideration to the 
recommendations carried over from last 
year’s meeting. 





Judge Caminetti 
Now Assumes Office 


as Commissioner 
SAN FRANCISCO—Judge A. J. Ca- 


minetti, Jr., appointed insurance com- 
missioner June 24 by Governor Olson, 
has taken over the office in San Fran- 
cisco. The delay was occasioned by ill- 
ness which overcame the new commis- 
sioner shortly after his appointment and 
two cases in his court in Amador county 
which had to be completed. 

The only statement Commissioner Ca- 
minetti, who prefers to be called “Judge,” 
would make was “it is Governor Olson’s 
desire that this division of the state gov- 
ernment be thoroughly divorced from 
politics, that it be conducted fairly, hon- 
estly and justly and it will be my pleas- 
ure while occupying this position to com- 
ply one hundred percent with the gov- 
ernor’s wishes.” 





Arthur M. Watson, new Fort Dodge, 
Ia., general agent of the Mutual Trust 
Life has taken over his new duties. L. 
H. Minkel, who has been general agent 
there for many years will remain as an 
associate, devoting his entire time to 
personal production. 











Life Preliminary Reports for 
First Six Months Given 


New Paid 
Business 
1939 

American Bankers, Ill......... 2,749,660 
Bankers National Life.......... 9,018,768 
Columbus Mutual Life.......... 5,244,854 
Continental Amer. Life......... 9,618,452 
Continental Assurance ......... 23,101,841 
Empire Life & Accident........ 859,147 
Empire State Mutual.......... 617,452 
Wauitadle® LAE, 100... oes wees 22,296,000 
warm Bureaw Life, O...........0.% 5,662,189 
Pidelity Union Dike... «5. ...020. 2,777,181 
PMI: BALTO cccc ses osccsice ss 10,340,037 
Peeks Taree GATE, 1s. 2 oe scccess 57,000 
Great. National Life............ 1,167,224 
Guarantee Mutual Life......... 8,173,786 
PIOMOS BSNSCACIA! ois e ccc ssiswces *3,634,500 
a, ES See eas 20,260,566 
Home State Life, Okla........: 6,274,161 
ee a a Pere *12,951,261 
Lincoln National Life.......... 85,653,276 
BEBMROTtRN EATS. 5 cs. 0050 86 550-00 6,696,554 
Manufacturers Life, Can....... 28,360,859 
Deemee: TAR. BAO... oc ec sce aes 1,692,892 
Midland Mutual Life........... 5,580,762 
Jy Tie ee re eee ee 1,185,536 
Mutual Benefit Life............ 60,147,751 
Wath, Guardian Tite... ..0.0<sscvc 2,202,366 
Northwestern National Life. 31,001,954 
Ghie Mational LAéle.... os .cccees 12,526,042 
Old Republic Credit Life....... 18,413,857 
ein. eee ee 9,180,390 
Reserve Loan Life............. 5,253,251 
BOMtMWeRtern LATO 2.0.0 ceeccces 24,088,744 
State Capital Lite, N: C......... 5,031,009 
St. Louis Mutual Life.......... 559,417 
Union Central Tdfe...6..06.058% 36,015,492 
United Benefit Life.........+0s» 22,976,141 
Union National Life, Neb....... 1°453,900 
Unitet Btates TATE... 2... sscc ces 6,432,193 
WICtOET Aste, BOM 56 .5i6 odcSs vce e.e 2,658,578 
Wisconsin Natl. Life........... 2,058,051 
Wisconsin State Life Fund..... 146,520 


*Ordinary business only. 


Inc. or Dec. 


Inc. or Dec. 


New Paid Insurance Insurance 
Business in Force in Force 
1938 939 1938 

2,863,756 +133,071 +30,133 
8,839,692 +1,993,142 +1,724,583 
ipso ena ria + 1,445,484 ek see 
9,448,981 + 752,174 +1,966,452 
21,224,347 +7,829,718 +121 266,261 
717,841 + 479,840 56,110 
665,444 + 240,074 +317,058 
21,734,000 + 3,703,000 + 2,165,000 
4,094,651 + 3,895,093 + 2,683,209 
3,026,160 + 809,335 + 839,889 
9,123,413 +921,283 —982,785 
74,000 —236,761 —214,963 
1,127,612 + 409,596 +190,185 
9,836,487 +515,345 +1,129,512 
*3,360,000 *4-1,658,500 *+ 1,316,500 
17,120,237 + 7,048,455 + 3,650,472 
5,674,824 +1,381,283 + 487,318 
*7,812,915 ++11,967,987 ++2,271,878 
84,843,359 +17,908,203 + 25,884,568 
4,646,698 +1,925,396 + 237,108 
28,663,741 + 8,657,559 +7,817,555 
1,757,796 +388,048 +56,005 
5,068,117 +1,578,722 +1,337,992 
636,746 +524,196 +92,000 
59,165,386 + 324,435 —3,671,047 
2,459,254 +535,030 +876,146 
28,907,674 + 4,567,925 +360,378 
12,375,273 + 2,670,511 + 2,463,334 
15,397,841 + 4,974,680 + 8,983,613 
7,648,535 + 4,803,534 —109,001 
4,326,63 +1,002,505 —926,250 
22,547,403 +10,041,973 + 8,866,103 
4,985,551 +1,293,357 +903,721 
475,400 + 28,728 —204,085 
34,727,462 —2,680,520 —8,699,460 
17,756,501 + 7,573,146 78,409 
1,619,900 + 527,000 +969,000 
5,870,899 + 2,700,000 + 2,386,701 
1.315,978 +750,000 —400,000 
2,309,004 +30,641 — 69,032 
103,000 +123,020 +90,000 


{Total business. 





Management Body's 


Certificate Awards 
for 1939 Are Made 


The seventh year of the Life Office 
Management Association Institute ends 
officially with the publication of the “1939 
Year Book of Examinations,” which is 
now being sent to students and member 
companies. The “Year Book” contains 
the results of examinations the first week 
in May, and reprints of questions asked 
my examinations of Courses I, II and 


During the seventh year of L.O.M.A. 
Institute activity, 2,444 students, em- 
ployes of 151 life companies and kindred 
organizations; wrote 4,661 examinations. 
This is a substantial increase in students, 
companies represented, and number of 
examinations, over previous years. 


Honor Students for Course I 


One student, H. E. Curry of the Farm 
Bureau Life, completed Course I with 
“magna cum laude” distinction. The fol- 
lowing 16 students completed Course I 
with “cum laude” honors: D. G. Atkins, 
Monarch Life; Maxwell Baskin, Met- 
ropolitan Life; R. D. Beals, Metropolitan 
Life; H. L. Bosshard, Pacific Mutual; 
fe A, Dearborn, Metropolitan Life; J. L. 
Elliott, Washington National; Miriam 
Fitts, National Life of Vt.; W. H. Green- 
wood, Jr., Provident Mutual; Alice L. 
Hagerty, Farm Bureau Life; J. E. Hil- 
ser, Jr., Prudential; Eleanor A. Laf- 
ferty, Industrial Life; B. E. Linville, 
Bankers Life of Iowa; Mary H. 
O’Rourke, Farm Bureau Life; A. R. 
Roberts, Bankers Life of Iowa; W. H. 
Swanson, Central Life of Iowa; Martha 
C. Weaver, Lincoln Liberty Life. 

The following five students received 
“honorable mention” upon completion of 
Course I in 1939: H.C. Barkhorn, Jr., 
Prudential; D, R. Bianco, Central Life 
of Iowa; J. T. Davies, Bankers Life of 
Iowa; H. F. Frisbie, Massachusetts Mu- 
tual, and Frances Waggoner, Lincoln 
Liberty Life. 

Ward H. Swanson of the Central 
Life of Iowa, has the distinction of be- 
ing the only student to earn cum laude 
honors for both Courses I and II. Only 
two students to date have been awarded 
cum laude honor for Course II. 


Course II Honors 


The following five students were 
awarded “honorable mention” on com- 
pletion of Course II in 1939: G. H. 


Clark, Massachusetts Mutual; E. T. 
Koopman, Lutheran Mutual Life; R. V. 
O’Brien, Massachusetts Mutual; L. L. 
Smith, Metropolitan Life, and E. J. 
Treadway, Equitable Society. 

The L.O.M.A. Institute has issued 
2,193 “certificates” for completion of 


Course I, 534 “associateship diplomas” 
to those who have completed Courses I 
and II or IIA, and 14 students have 
completed all requirements for the “fel- 
lowship” designation, ninety-seven other 
students have completed all examination 
requirements of the program, and will 
become fellows of the institute when 
their theses, many of which are being 
written, have been accepted. 





Northwestern National 
Has Entered Maryland 


L. V. Godine has been appointed as 
general agent for Baltimore by North- 
western National Life, with offices at 
801-2 Union Trust building. The ap- 
pointment marks the company’s initial 
entry into Maryland. 

Mr. Godine has 20 years’ experience 
in life insurance, for the past nine years 
having represented the Penn Mutual in 
Baltimore. From 1918 until the present 
time he has served variously as cashier, 
personal producer and supervisor. He 
has consistently written a substantial 
amount of personal business. 

Mr. Godine has served as second vice- 
president of the Baltimore Life Under- 
writers Association. 
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Fischer of lowa 
ls Refusing Real 
Estate Extensions 


State Administration 
Favors Selling Land on 
Long Term Contracts 


DES MOINES—With insurance com- 
panies holding more than 2,500,000 acres 
of lowa farm land, Commissioner 
Fischer is still refusing to grant exten- 
sions over the five-year limit. 

Under the Iowa code, life companies 
are required to sell all land acquired 
through foreclosures within five years 
unless they secure an extension certifi- 
cate from the commissioner that their 
interests would suffer by a forced sale. 


For non-life companies the time limit is 
three years. 

Under previous administrations, the 
extensions were granted leniently, al- 
most upon request, but Mr. Fischer upon 
taking office last February conducted a 
survey of the farm tenancy situation and 
so far has not granted any extensions. 


Committed to Farm Sales 


The situation at present is virtually 
stalemated, with the next move appar- 
ently up to the companies. They have 
appealed to Governor Wilson, but the 
state administration is committed to a 
farm tenancy program which calls for 
selling farm lands on long-term con- 
tracts. 

If Commissioner Fischer stands firm 
against granting extensions, the compa- 
nies would be forced to dispose of a 
large share of their holdings. Such ac- 
tion, they claim, would result in flood- 
ing the market with farm lands. 

Already some life companies have 
been disposing rapidly of their land and 
in some areas it is reported that farm 
lands are moving better than at any time 
in the last 20 years. 


Legislature Considers Action 


The Iowa law regarding holding of 
farm lands by insurance companies faced 
an attack in the last legislature, when at- 
tempts were made to lower the time 
limit to three years. Another attempt to 
place a graduated tax on such lands also 
was defeated. 

Commissioner Fischer feels that insur- 
ance companies are not in the real es- 
tate business, and this was revealed in 
answer to a suggestion by eastern com- 
panies to exchange real estate so as to 
concentrate their holdings. 

Mr. Fischer disapproved of the sug- 
gestion and pointed out the company had 
Stated that insurance companies were 
permanently in the real estate business. 
Mr. Fischer declared that in Iowa, in- 
surance companies are supposed to liq- 
uidate their holdings. They are not al- 
lowed to invest in real estate and can 
acquire property only through foreclo- 
sures, 

According to the suggestion which 
was also made to other mid-western 
commissioners to find out their view- 
point, the exchanging of property would 
afford an opportunity for simplifying the 
problem of management and would re- 


sult in economy, thus increasing their 
returns, 





H. A. Allen, a claim investigator for 
the Hooper-Holmes Bureau, -was high 
man among the 51 students that passed 
the examination in the course on med- 
ical jurisprudence just concluded by the 
Insurance Society of New York. The 
course in the future may be extended 
to cover a two-year period. 





Equitable Society to Mark 
80th Birthday Next Week 


NEW YORK—Closely linked with 
the New York fair, where the company 
has a prominent exhibit, an elaborate 
program has been arranged for the Equi- 
table Society’s 80th anniversary educa- 
tional conference here. The opening 
event will be a get-together luncheon 
next Tuesday noon at the Hotel Wal- 
dorf-Astoria. There will be an educa- 
tional session following it which will run 
till about 3:30. 

Wednesday, the actual anniversary, 
will be Equitable Life Day at the fair. 
Delegates will assemble in the main 
corridor of the home office building at 
9:45 a. m. President T. I. Parkinson 
will conduct short re-dedication exer- 
cises and there will be music by a spe- 
cially selected chorus of 80 home office 
representatives supplemented by a home 
office orchestra. 


Parade to Equitable Garden 


The entire group will then proceed 
across the street to Pennsylvania station 
and board trains for the fair. On arrival 
at the fair the organization will parade 
to the Equitable Garden of Security, 
where brief anniversary exercises will be 
held. It is expected that Mayor La 
Guardia of New York City and Grover 
Whalen, president of the Fair Corpora- 
tion, will be among the speakers. The 
rest of the day will be available for 
sightseeing at the fair and elsewhere. 

That evening the anniversary ban- 
quet will take place at the Waldorf- 
Astoria, with President Parkinson as 
toastmaster. Thursday there will be no 
meetings for the delegates, but there will 
be a business session for the managerial 


staff and a conference for the cashiers. 


Five years ago the Equitable’s dia- 
mond jubilee was marked by the publi- 
cation of “Seventy-Five Years of Prog- 





ress and Public Service—A Brief Record 
of the Equitable Life Assurance Society 
of the United States,” written by the 
company’s veteran secretary, William 
Alexander, who has since died. The 
80th anniversary finds the Equitable still 
going steadily ahead on the road of 
progress and public service. 


Broad View of Responsibilities 


Like all great companies the Equitable 
has always had a very definite concept 
of the kind of role it wanted to fill. 
It has consistently taken a broad view 
of its responsibilities as a public servant, 
introducing a number of new liberalizing 
features, such as the incontestable clause, 
which in their infancy were considered 
startling innovations but which have 
since become so accepted that few peo- 
ple realize they were once novelties. 

The Equitable was one of the pioneers 
in taking the view that claims should 
be paid without quibbling and haggling. 
This advanced view was looked upon 
with much skepticism by companies 
which commonly employed adjusters 
whose compensation depended on how 
little they could settle death claims for. 


Standards of Early Days 


It should be remembered that the pre- 
vailing life insurance practices of those 
days were not looked upon as discredit- 
able, although they seem surprising in 
the light of present progress. It is only 
by realizing that resort to technicalities 
to defeat claims was the accepted thing 
that one can appreciate how radical the 
liberalizing steps taken by the Equitable 
and other like-minded pioneers must 
have seemed when they were introduced. 

As to the Equitable’s recent history, 
probably the most outstanding manifes- 
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ciates offered this plan:— 


Payday recently came. 


their policies. 


had succeeded. 


* 


~~ WILLIAM H. KINGSLEY 
.-¢7 Chairman of the Board 





The Parsonage 


Ten years ago. A single church, moneyless, needing a 
parsonage. Small, new community, One of our Seattle asso- 


The church to borrow the needed money on a ten-year 
note. Individual members to take policies whose cash value 
in the tenth year would suffice to pay the note. Death claim 
payments to go to the church. Dividends toward paying 
interest on the loan. The church to own the policies by 
absolute assignment. The plan was accepted. 

No deaths, and only two or 
three lapses. Some of the members drew a check for the cash 
value, payable to the church, and took back and will continue 
Others obtained a policy loan for the amount 
of the cash value, and paid the proceeds to the church. The 
parsonage now was fully paid for, for the “Parsonage Plan” 


Something else. It was a community church. The “Par- 
sonage Plan” proved to be a stimulant to the members. 
They repaired their church building, graded streets, built 
sidewalks, and put a toll-free bridge across the bay. 

An entire community benefited by this life insurance 
plan, worked out by an earnest and capable life underwriter. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Sd 


JOHN A. STEVENSON 
President 




















Gains in Business 
Reflected in Sales 
of Life Insurance 


American Service Bureau 
Reveals Facts Uncovered 
in Occupational Survey 


The general improvement in many man- 
ufacturing and mechanical industries that 
has taken place in past months is reflected 
in a survey of life insurance buyers just 
completed by the American Service Bu- 
reau of Chicago. 

It makes life insurance inspection re- 
ports for the 151 member companies of 
the American Life Convention. Its report 
is entitled “Who Are Buying Life Insur- 
ance This Summer.” 


The survey includes an occupational 
study of 10,000 persons who applied for 
life insurance in June, with the result 
showing definite buying trends through- 
out the country. 


Many Lines Show Gain 


L. N. Parker, president American 
Service Bureau, said that in comparison 
with a similar study made at the same 
time last year, lines of industry showing 
greatest gain were: Building, both homes 
and industrial; machinery and_ allied 
lines; metal crafts and metal products 
manufacturing; automobile sales and 
service; banking and insurance, com- 
modities brokers; and oil production and 
refining. Mr. Parker stated: 

“Apparently the opening and develop- 
ment of new oil fields and continued ac- 
tivity in older producing centers has in- 
creased buying in the oil industry. The 
largest average policies applied for dur- 
ing June came from men connected with 
oil production and refining, such as en- 
gineers, executives and owners. From 
this group the 34 applications received 
averaged $9,147, while these men indi- 
cated they already had an average of 
$17,350 of life insurance. 

“A year ago only 27 applications were 
received from oil industry engineers, ex- 
ecutives and owners for an average of 
$6,037, while those buyers indicated they 
already held an average of $6,675 of life 
insurance. The oil production and re- 
fining industry this year accounted for 
a total of 193 applications for an average 
of $2,997. In June, 1938, only 153 ap- 
plications came from these lines for an 
average of $2,520. Average of insurance 
in force was $7,048 in June this year as 
compared to $3,777 a year ago. 


Medical Profession Seeks Higher Cover 


“Physicians and surgeons applied for 
an average of $8,164. Seventy-nine ap- 
plicants indicated they already had an 
average of $12,885 of life insurance. A 
year ago average application from these 
groups was only $6,689. 

“More nurses applied this June than 
a year ago, the average application in- 
creasing from $1,587 to $1,625. Chiro- 
practors increased their application from 
$2,625 to $3,100. 

“There were decreases in the average 
application from dentists, and opticians 
and optometrists. There were 42 ap- 
plications from dentists this June as 
against only 32 a year ago, but the 
average dropped from $5,359 to $5,214. 
Seven osteopaths sought life insurance, 
with average application being $3,715 
against $3,111 a year ago. Fifteen opti- 
cians and optometrists sought an average 
of $2,033 as compared with an average 
of $2,450 from 10 applicants in June, 
1938. 

“In the sales end of the automobile 
industry the average application received 
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E. M. Lillis, Erie, 
Leads Northwestern 


Production Award 
Winners to Be Honored 
at Milwaukee Convention 


MILWAUKEE—When the North- 
western Mutual Association of Agents 
opens its three-day annual meeting at 
the home office of the company here 
July 24, production awards will be pre- 
sented. Pictures of winners and their 
achievements in volume and lives writ- 
ten will be displayed in a series of panels 
in the lobby of the auditorium which 
will be converted into a court of honor. 
Inside the auditorium will be a court of 
states in which the 42 states and District 
of Columbia will be arranged in order of 
the state performance of per capita 
production the past year. : 

Grant L. Hill, director of agencies, 
will present honor winners at the open- 
ing session, preliminary to President M. 
J. Cleary’s annual address. / 

Edwin M. Lillis, Erie, Pa., during the 
past agents’ year qualified for the larg- 
est volume of new business personally 
written in the company, winning the 
special “AA” honors with a production 
of $1,002,232. In his 18 years of field 
service Mr. Lillis has reported in the 
Northwestern Mutual alone a total ex- 
ceeding $7,400,000. In 1932 he won 
Class B honors when his production 
also exceeded $1,000,000. He won Class 
C in 1930 and Class D in 1929. He was 
a member of the standing committee of 
the association two years ago and co- 
chairman in 1938. 


Stearn Wins “XX” Honors 


Lewis T. Stearn, Minneapolis, won the 
coveted Special “XX” honor with a total 
of 178 lives. He also qualified as presi- 
dent of the Marathon Club. Less than 
10 years in the field, Mr. Stearn has 
eight years of continuous Marathon Club 
membership during which he has paid 
for insurance on 1,058% lives. He also 
has completed seven years continuous 
membership in the 4-L Club. 

Five agents completed seven years or 
84 months of continuous membership in 
the 4-L Club, requiring production of 
four lives a month.. They are Fred and 
Grace Niederhaus, Vincennes, Ind.; Da- 
vid Harris, Des Moines; A. O. Sund- 
quist, Sioux City, Ia., and Lewis Stern, 
New York. 


Gilmore Leads District Agents 


The ‘district agents’ cup was again 
won by Bruce Gilmore, DeKalb, III. 
who also won in the previous two years 
as well as the three years before that as 
member of the Cormack & Gilmore co- 
partnership agency. On five factors Mr. 
Gilmore’s district scored 7.56 out of a 
possible 10 points. The agency now 
gains permanent possession of the cup. 

The achievement cup awarded each 
year on the basis of a graded point sys- 
tem which spreads emphasis among four 
conservation and four production fac- 
tors, with a possible 1,000 points, was 
won by R. F. Clendenin, general agent 
at Louisville, with 794 points. Ralph 
Theisen, Omaha, was second with 776 
points; R. L. Baldwin, Washington, 
D. C., third with 774. 


Smith Gets Class B 


Alden H. Smith, Nashville, qualified 
for the Class B award given each year 
to the agent making the largest percent- 
age increase over his three-year average 
or rating between $500,000 and $750,000. 
Mr. Smith had a total of $797,912, repre- 
senting an increase of 52 percent over 
his three year average of $524,743. He 
also qualified for the Marathon Club this 
year. Mr. Smith has been under con- 
tract 11 years and won Class C award 
in 1937. 

Conant M. Ohl, Toledo, O.,.a North- 
western Mutual agent for over 10 years, 
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Boost Denver Leader for 
Reelection at St. Louis 

















ISADORE SAMUELS 


The life insurance interests of Denver 
have launched a campaign in behalf of 
Isadore Samuels for reelection as trus- 
tee of the National Association of Life 
Underwriters at the St. Louis meeting in 
September. Mr. Samuels is Denver gen- 
eral agent for New England Mutual Life 
and has been a National association 
leader for several years. 

The sponsoring committee is headed 
by John O. Andrews, Union Central 
Life. The others actively assisting Mr. 
Andrews are Elmer L. Metcalfe, Na- 
tional Life of Vermont, Olof H. Jacob- 
son, Home Life, and A. T. Severs, presi- 
dent Denver Association of Life Under- 
writers. A four page pamphlet has been 
published, giving Mr. Samuels’ picture 
and a sketch of his activities. The fact 
is also printed that he has been endorsed 
for reelection by the Colorado State As- 
sociation of Life Underwriters, the local 
associations at Denver, Pueblo, Greeley, 
Colorado Springs and the Life Agency 
Managers Association of Denver and by 
the Wyoming state association and the 
local associations at Cheyenne, Casper 
and Sheridan, Wyo. Mr. Samuels served 
as general chairman for the National as- 
sociation meeting in Denver in 1937, and 
was elected a national trustee at that 
time, 





Jules J. Thirion, with the W. M. Ham- 
mond agency of Aetna Life, Los An- 
geles, was presented an “Aetnaversy” 
plaque on his 25th anniversary as an 
Aetna agent. 





Add F. L. McFarlane, 
Jack McCord to 
St. Louis Program 


Frank L. McFarlane, agent for Aetna 
Life at Cleveland, and Jack McCord, 
general agent for Columbian National 
Life at Los Angeles, are the latest addi- 
tions to the golden anniversary conven- 
tion program of the National Associa- 
tion of Life Underwriters in St. Louis 
Sept. 25-29. 

Mr. McFarlane became president of 
the Cleveland Life Underwriters Asso- 
ciation July 1, while Mr. McCord’s book, 
“Selling Is a Game,” was published last 
month by Prentice-Hall. 

This announcement brings the number 
of life insurance men on the program 
to seven. 


McFarlane’s Personal History 


Mr. McFarlane graduated from the 
University of Colorado. After a few 
years of engineering work, he went with 
the home office of Aetna Life in the 
group division. In 1926 he became group 
insurance representative for the Cleve- 
land agency and remained in that capac- 
ity until 1931, when he became super- 
visor in the ordinary department. He 
later became assistant general agent, 
and in the fall of 1935 resigned his 
supervisory activities to become a full 
time commission salesman. His produc- 
tion has risen from $305,000 in his first 
full year to $556,000 in 1938. In the 
first six months of 1939 he has paid for 
$415,000. 


McCord Famed as Athlete 


Mr. McCord starred in athletics at the 
University of Illinois. After a year of 
law and a period of active service in the 
war, he became prominent in sports as 
an assistant athletic officer, manager of 
the A. E. F. basketball championships 
in Paris and a member of the Inter- 
Allied Games Committee. After return- 
ing from France, he entered life insur- 
ance. He spent six years in personal 
production in Illinois, and then went to 
Los Angeles where he built an agency 
from scratch for National Life of Ver- 
mont and in five years had a unit pro- 
ducing $3,000,000. He is now general 
agent for Columbian National there, and 
along with his agency duties has pro- 
duced more than $500,000 in a year. In 
1931 he received the C. L. U. designa- 
tion. 

He has officiated at numerous prom- 
inent football games. His book on sports 
and selling, “Selling Is a Game,” was 
published last month. 


T. A. Phillips, president of the Min- 
nesota Mutual Life, has been elected a 
director of the St. Paul Fire & Marine. 








HEAD MIDLAND MUTUAL CLUBS 





The President’s and 


Leader Clubs of the 
Midland Mutual Life, 
Columbus, O., ended 


June 30 with 14 mem- 
bers in the President’s 
Club averaging $216,- 
000 of paid-for busi- 
ness and 24 members in 
the Leader Club with 
an average paid-for 
production of $112,500. 

W. E. Whipple, Co- 
lumbus, O., an out- 
standing producer since 
1919, is the president of 
the newly organized 
President’s Club. He 
won this honor by lead- 
ing the entire agency 
force in production. He 
produces quality busi- w.E 
ness with high per- pres 
sistency. 





WHIPPLE 





H. D. MONROE 


H. D. Monroe, Terre Haute, Ind., is] Club and was the largest producer not 


the new president of the Leader Club. 
He also qualified for the President’s 


already a past president of the Leader 
Club. 





Negro Association 
Elects Dr. Creuzot 


Baltimore Is Selected for 
1940 Convention— 
Attendance Exceeds 250 


LOS ANGELES—Dr. P. P. Creuzot, 
New Orleans, was elected president and 
Baltimore was selected as the 1940 con- 
vention city at the annual convention of 
the National Negro Insurance Associa- 
tion here. 

Other officers are: Vice-presidents, J. 
E. Smith, Louisville, Ky.; C. R. Alex- 
ander, Baltimore; William Nickerson, Jr., 
Los Angeles; Dr. J. W. Kelso, Memphis, 
Tenn.; secretary, C. L. Townes, Rich- 
mond, Va.; assistant secretary, C. B. 
Andrews; treasurer, H. L. Street, Louis- 
ville; chaplain, C. M. Walker; statis- 
tician, Miss Mamie Henderson, Chicago; 
general counsel, J. L. Lewis, Jackson- 
ville, Fla.; actuary, Asa T. Spaulding, 
Durham, N. C.; historian, M. S. Stuart, 
Memphis Tenn.; executive committee, 
L. C. Blount, Detroit, chairman; Fred H. 
Tuma, and these holdovers, G. D. 
Rogers, Tampa, Fla.; C. B. Galpin, Rich- 
mond; J, E. Mitchem, Chicago, with the 
six senior Officers. 

Next year’s convention will be held 
the second week in July. 

The 42 member companies were rep- 
resented at the sessions by 120 delegates, 
and the total convention attendance ex- 
ceeeding 250. 


Reports Are Presented 


Secretary C. L. Townes reported ex- 
tensive association activities. He said 
a history of Negro life insurance is be- 
ing prepared by M. S. Stuart, vice-presi- 
dent Universal Life of Memphis. Treas- 
urer H. L. Street reported and “Em- 
ployment Opportunity” was discussed by 
President William Nickerson, Jr., of the 
Golden State Mutual Life. He reviewed 
the economic situation as it exists today 
and outlined what confronted the mem- 
bers of his race in their effort to better 
their economic condition. 

J. Leonard Lewis, vice-president of 
the Afro-American Life, in discussing 
“Negro Investments and Their Effect 
Upon His Social and Political Growth,” 
said that these investments were along 
three lines, the church, fraternal _organi- 
zations and business. 

Four new companies were elected to 
membership, the association now having 


‘42 members. 


In his annual report President L. C. 
Blount recommended that the president 
be permitted to serve more than one 
year and that a vigilance committee be 
organized to investigate discriminatory 
trends. He urged cooperating! with the 
press; and the appointment of a 
committee on census, to insure correct 
enumeration in certain states. He 
stressed the necessity of the Negro hav- 
ing trades organizations. 

“Can Our Present High Lapse Ratio 
Be Reduced, and How?” was covered 
by N. H. Martin, comptroller Cen- 
tral Life of Florida. 

Mr. Martin cited the factors that ac- 
count for the high lapse ratio. He of- 
fered a number of suggestions to reduce 
this costly factor in the business which 
were discussed from many angles by the 
delegates. No definite program was 
formulated. 


Three Sectional Meetings 


The second day’s afternoon session 
was divided into three sections, execu- 
tive, agency and medical. In the ex- 
ecutive section “Current Investment 
Trends,” were reviewed by Harry H. 
Pace and “Pertinent Executive Prob- 
lems” by Asa T. Spaulding. 

In the agency section reports were 
made by local associations. The Na- 
tional Negro Insurance Week commit- 
tee reported and prizes were awarded. 

During the week 5,463 agents pro- 
duced an industrial debit of $17,623 with 
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We congratulate Home Life’s Agency Force for 
their help and their hearty cooperation in producing 
for the second consecutive year the highest average 
sale in American life insurance. This was not an 
objective but a result of intelligent plans definitely 
followed by a group of representatives selected and 
trained to render true insurance service. A high 
average policy does mean greater commissions per 
sale and economy of administration. The Home Life 
gained over 1044 millions of insurance in force in 
1938 with an increase of only 187 policies. 


“The Courant,” commenting on importance of a 
high average sale, once expressed it, we think, as 
forcefully as it can be expressed. 


“So the average size of policies written has an 
important effect on agents’ earnings and upon 
the cost of life insurance. Other things being 
equal ... the agent with the largest average 
policy will make the most money, and the com- 
pany with the largest average policy will have 


the lowest cest for insurance.” 
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modern Life Insurance 


quickly and effectively. 


Crawford H. Ellis 


President 


Pan- American’s Policy Illustration Cards Help to 


PUT THE MESSAGE ACROSS 


Time is a factor of increasing importance 
to the Life Insurance Fieldman; not only 
because he must work harder these days 
to keep up production, but because the 
world moves faster and he must say 
more in fewer minutes than before. 


Development of the Pan-American's 
series of policy illustration cards—one 
for each type of contract—is a logical 
step toward keeping up with the trend in 
salesmanship. 
Each card forms a basis for the sales talk, 
and gets the Fieldman's message across 


For agency information address: 
Frank T. Limont, Superintendent of Agents 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


Edward G. Simmons 
Executive Vice-Pres. 
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ABOUT THESE THREE EASY SELLING PLANS 






“. . . $175.00 extra commissions 
in the last three months. The 
hospital benefit plan enables 
me to pick this up as well as 
to give me one of the best 
‘sales tools’ for gaining inter- 
views I've ever found.” 
Jack Pallat, 
Cleveland, Ohio 


“I get better interviews more 
easily when I open with one 
of the Paymaster Plans. I use 
them in every call. The in- 
crease I've shown in my aver- 
age sales speaks for the help 
this plan has given me.” 
Ed Ludescher, 
Cleveland, Ohio 


“Independence Guarantors al- 
ways give me good interviews. 
With their help I paid for 77 
cases for more than $450,- 
000.00 last year. No wonder 
I consider it the most profit- 
able policy on the market.” 
John C. Dexter, 
(The Company's leading pro- 
ducer) Columbus, Ohio 


total insurance of $19,154,686, made up 
of $16,925,665 industrial and $2,229,021 
ordinary. This was an increase of $5,- 
194,561 over 1938. The national essay 
prize winner was Miss C. Turner of 
Edwards, Miss. The leading woman pro- 
ducer of the country was Mrs. Mary 
Washington of Cincinnati who produced 
a debit of $31.25 during the week. A 
debit of $2,500 and $25,000,000 in insur- 
ance was set as the 1940 goal. 

A discussion on “Selected questions 
from various state examiantions for life 
agents,” was led by E. M. Helvey and 
“Developing the Right Type of Agent,” 
by C. N. Walker. 


Urge Higher Standards 


The medical section heard a report on 
National Negro Health Week, and three 
papers: “Syphilis in Relation to Life Ex- 
pectancy,” by Dr. Robert Greenidge; 
“The Effect of Blood Pressure on Mor- 
tality,” by Dr. R. J. Vining, and another 
paper on the same subject by Dr. C. C. 
Cater. Better health education, better 
laboratory work and more critical blood 
tests, changes in examination methods 
and higher standards for company physi- 
clans were urged. 

The Pilgrim Health & Accident of 
Augusta Ga., was awarded a prize as 
Collection Month leader, having made 
the largest increase in business. 


“Investigations” Rapped 


Attention to the life insurance busi- 
ness by “politicians of a certain type 
and so-called insurance experts” was 
scored by A. T. Spaulding, association 
actuary. 

“When we think of the work of the 
SEC and many other investigations and 
surveys,” he said, “it is very apparent 
that the searchlight is being turned on 
corporate management in all of its 
phases. It is important, therefore, that 
the management of our institutions take 
inventory whenever, and wherever cor- 
rective measures are needed that the in- 
itiative be taken by management itself. 
Too long a delay will not only subject 
the particular institution to severe criti- 
cism and condemnation on the part of 
the public, but will also tend to reflect 
upon other corporations. Delays and 
failures on the part of the management 
in a few isolated cases may lead to 
much ill-advised, ill-timed and unwar- 
ranted legislation adversely affecting 
the entire institution of life insurance.” 


Presents Statistical Report 


Mr. Spaulding presented a_ report 
compiled by him and Mamie Hickerson, 
association statistician, from annual 
statements for 1938, furnished by 11 
mutuals, 12 stock and one burial asso- 
ciation member. It is as follows: 

Total premium income for 1938 $12,- 
150,924, of which 2.91 percent was first 
year and 11.19 percent renewal ordinary 
business, 25.54 percent health and acci- 
dent, and 59.1 percent industrial. Other 
income amounted to $281,100 and total 
income from all sources $13,251,407. 

Total disbursements were $11,750,573 
of which $4,306,678 represented total 
payments to policyholders. Total death 
claim payments were 16.53 percent of 
premium income, with ordinary being 
32.12 percent of ordinary premiums, in- 
dustrial 18.64, and health and accident 
3.85. 

Thirteen companies reported total 
ledger assets of $18,243,307, non-ledger 
of $1,091,530; capital and surplus of $3,- 
651,390. Ordinary and industrial policies 
in force at the end of the year totaled 
1,589,777, with insurance in force $260,- 
963,603. 


State of Washington Experience 


Premiums of legal reserve life com- 





Metropolitan Gets 
N. Y. Death Data 


Newspaper Makes 
Groundless Attack on 
City’s Sale of Information 


NEW YORK—Metropolitan Life was 
the center of a newspaper flurry here 
due to a misunderstanding of its purpose 
in arranging to buy from the city of 
New York confidential data on death 
certificates filed by. physicians. The 
company wanted the information for 
purely statistical purposes and proposed 
to obtain the data only after insurance 
involved had been paid and the case 
closed. 

However, the New York “Post” 
played up the story prominently on its 
front page, implying that while the 
names would not be furnished the Met- 
ropolitan, the cases could be easily iden- 
tified by matching up various items in 
the report and that consequently the 
information would be extremely useful 
in contesting claims. The “Post” used 
a two-line streamer headline on its 
story. Other papers considered the story 
first page news but imputed no claim- 
settlement motives to the Metropolitan, 
since it was obvious that any use of 
the data for this purpose would cause the 
Board of Health, which had the matter 
under advisement for more than a year 
before giving its consent, to clamp down 
on the source of data at once. 


Causes Formerly Misstated 


The confidential data is desired to ob- 
tain more accurate statistical data on 
Metropolitan policyholders. Formerly 
doctors filling out the official death cer- 
tificates, to spare families’ feelings fre- 
quently did not give the true cause of 
death, particularly in cases of syphilis 
and alcoholism, and to an extent with 
tuberculosis and cancer. An amendment 
to the sanitary code which went into 
effect Jan. 1 this year made it possible 
for physicians to file a certificate that 
death was due to “natural causes,” and 
to file a supplementary confidential re- 
port giving the actual cause of death. 

Mayor LaGuardia of New York took 
a hand in defending the action of the 
board of health in agreeing to sell the 
data to the Metropolitan, pointing out 
possible good results that might come 
about and declaring that “if any attempt 
is made to misuse or abuse information 
it will be stopped immediately and I will 
do the stopping myself.” 





Eugene M. Reed Promoted 


E. M. Reed, for the past 2% years edi- 
tor of the “Life Aetna-izer” of Aetna 
Life, has been promoted to home office 
agency assistant. John K. Luther, su- 
pervisor in the K. A. Luther agency in 
New York, will succeed him as editor of 
the field publication. 

A native of Connecticut and a gradu- 
ate of Yale, Mr. Reed joined the Aetna 
Life in 1923. After graduating from the 
group school, he served as home office 
group representative in New York City 
for seven years and in Cleveland one 
year. In 1931 he was called to the home 
office to become an assistant in the group 
department where, among other duties, 
he had charge of the group school. In 
December, 1936, he was appointed editor 
of the “Life Aetna-izer.” 





NEW MORTALITY TABLE 








ce er 





Complete information on any of these 
plans gladly furnished anyone desiring 
brokerage connections. 






panies in the state of Washington last 
year amounted to $41,434,120 while the 
claims paid amounted to $11,912,261, ac- 
cording to the report ofthe department 
that has just been published. The 
premiums of assessment companies 
amounted to $123,969 and claims paid 
$2,000. The premiums of fraternals 
were $2,049,037 and claims paid $1,- 
312,566. 


Copies of Report of the Committee 
“To Study the Need for a New Mor- 
tality Table and Related Topics” as 
made to Insurance Commissioners 
Convention may be obtained from 
Jess G. Read, Secy. Capitol, Okla- 
homa City. Price $1.25 each. 
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Urges Taking 
Offensive in 
Premium Tax Fight 


Although elimination of premium tax 
is something that probably can never be 
accomplished, Attorney A. W. Fulton of 
Chicago suggested that the companies 
take the offensive in the fight to protect 
the funds held in trust for policyholders 
by introducing in the legislatures bills to 
reduce or repeal the tax and to substi- 
tute fees to cover the cost of supervi- 
sion. Such activity, he declared, might 
have the effect of stopping the continual 
efforts of legislators to increase the tax. 
Mr. Fulton addressed the joint session 
of the committees on life insurance law 
and fraternal insurance law during the 
American Bar Association convention in 
San Francisco. ALD 

The speaker asserted that taxing in- 
surance premiums is wrong in principle. 
The tax is often inequitable between pol- 
icyholders. It is a fixed percentage of 
the premiums paid. The premium on a 
policy taken out late in life is subject to 
a higher tax than the premium on a pol- 
icy issued to a younger man. 


Calls Tax Discriminatory 


The tax is discriminatory between the 
assured and the uninsured. The policy- 
holder, in protecting himself and his de- 
pendents, thus reducing the danger to 
the community of economic loss, carries 
an extra tax burden in addition to the 
burden he must sharé with other per- 
sons not carrying insurance protection. 

The plan of taxing insurance pre- 
miums makes the insurance company act 
as the collector of the tax. This is a 
modified “checkoff” system, he declared. 

The question, he said, arises as to 
whether relief could be accomplished by 
informing the policyholder that if it were 
not for the tax his dividends would be 
larger or his insurance could be fur- 
nished at a lower rate. He observed, 
however, that policyholders are not or- 
ganized and their efforts towards relief 
would not be effective. 

If the tax were repealed, he said, the 
funds to pay for insurance department 
supervision could be provided by an an- 
nual flat fee, based upon the amount of 
business done by each insurer, but in 
the aggregate no more than the amount 
necessary to defray the cost. 

Perhaps, he suggested, the elimination 
of the state tax on premiums could be 
accomplished by the substitution of fed- 
eral regulation, but the remedy might be 
worse than the disease, he declared. 

He suggested that the SEC investiga- 
tion of life insurance may be inspired by 
the profit of $100,000,000 paid in taxes 
over the cost of supervision. And it may 
be inspired by a desire to manage, con- 
trol and direct the investment of the 
$30,000,000,000 of assets of these com- 
panies. 


Mayfield Agency Holds Outing 


The annual outing of the Indiana 
agency of Midland Mutual Life was 
held at the country home of General 
Agent James R. Mayfield near Indian- 
apolis. The state was divided into two 
teams, northerners and_ southerners. 
These teams engaged in a production 
contest and then competed at the 
baseball diamond. This year the north- 
erners won in production but were sub- 
dued by the southerners in baseball. 

The Mayfield agency reported an in- 
crease of 25 percent over last year. Har- 
vey D. Monroe, Terre Haute, was ac- 
corded special honors, having qualified 
for the President Club and the presi- 
dency of the Leader Club for the com- 
ing year. The home office was repre- 
sented by J. A. Hawkins, vice-president 
and manager of agencies; Russell S. 
Moore, assistant manager of agencies; 
J. G. Monroe, superintendent of agen- 
cies; R. C. Witherspoon, secretary; Dr. 
A. R. Stone, medical director; C. O. 
Sullivan, actuary, and Howard W. 





Entertain Insurance 
Group at Yeomen City 








JOHN J. MORIARTY 


A group of about 30, including most 
of the officials and staff of the American 
Life Convention and American Service 
Bureau, enjoyed Tuesday an evening at 
the Yeomen City of Childhood near 
Dundee, IIll., as guests of American Mu- 
tual Life of Des Moines. Mrs. A. H. 
Hoffman, superintendent of this exten- 
sive farm and orphanage, who is the 
wife of the president of American Mu- 
tual Life, and John J. Moriarty, vice- 
president, and Mrs. Moriarty, were the 
hosts. A sumptuous chicken dinner was 
served and the guests were escorted to 
see the various interesting sights of the 
establishment. 

Mrs. Hoffman presided at a brief pro- 
gram of talks following the dinner. Mr. 
Moriarty spoke a word of welcome and 
responses were made by Col. C. B. Rob- 
bins, manager American Life Conven- 
tion; Lee N. Parker, American Service 
Bureau; Ray T. Smith, Alfred M. Best 
Company, and C. M. Cartwright, THE 
NATIONAL UNDERWRITER. 


Mrs. Hoffman Is Active 


Yeomen City was established in this 
rich farming community in the Fox 
River valley about 11 years ago. Mrs. 
Hoffman undertook to superintend the 
launching of the project and she became 
so devoted to the the work that she has 
continued to exercise supervision, spend- 
ing about half her time there. A most 
attractive home is provided for orphans 
of members of the Yeomen, the frater- 
nal society that formed the basis of 
American Mutual Life. The funds for 
the home were created by an assess- 
ment of 10 cents per policy per month 
in the fraternal society. The home is 
supported by abundant reserves and 
hence does not cause any drain upon 
American Mutual Life. Although poli- 
cyholders in American Mutual do not 
by contract possess rights of the home, 
yet the management is able to take care 
of a certain number of orphans of 
policyholders in the new company, be- 
cause of the fund that exists. 

About 50 children are now quartered 
at Yeomen City. They attend school in 
Dundee and in the summer are assigned 
to various tasks in the home and on the 
farm. The children are quartered in 
attractive, modern cottages on the 
ground. They are treated as individ- 
uals. The farm embraces 640 acres and 
the most modern techniques are em- 
ployed. 

Most of those at the engagement 
Tuesday evening had not before visited 
the establishment and they were most 
enthusiastic at the setup and the work 
that is being’ done. 





Excelsior Life Stock Dividend 


The Excelsior Life of Toronto has de- 
clared a stock dividend of $2 per share 





Kraft, advertising and sales promotion. 


Oregon Appointment 
Still Undecided 


PORTLAND, ORE.—There are a 
number of rumors flying about as to a 
possible successor to Insurance Com- 
missioner H. H. Earle, although some 
contend that he will be reappointed. He 
came into office under a Democratic 
regime, but at the last election sup- 
ported the Republican gubernatorial 
ticket. However, there are friends of 
candidates that are getting busy. One 
name being prominently spoken of is 
Earl Tumy, well known local agent of 
Medford. Lars Bladine of McMinville, 
who is on the staff of the McMinville 
“Telephone Register,’ has a number of 
He was former collector of 


sponsors. 
internal revenue in Iowa. Kenneth 
Reed and David Atkinson, general 


agents in Portland, also loom up as 
candidates. 


Governor Sprague Confused 


Governor Sprague is said by some to 
be rather confused and undecided as to 
just what he should do. Commissioner 
Earle has some strong support in the 
state but the Republican organization 
insists that he is only a half-breed and, 
therefore, is not entitled to reappoint- 
ment. Another feature of interest.is the 
report that Mr. Earle’s daughter, who is 
a very charming young woman, is en- 
gaged to the governor’s private secre- 
tary. 


Holyoke Life Case 
Fully Explained 


Recently THe NaATIonar UNDERWRITER 
had a story regarding the representative 
of one of the savings banks in Massa- 
chusetts, going to Holyoke and solicit- 
ing the employes of a concern, getting 
the privilege of approaching them during 
business hours. Secretary J. A. Sulli- 
van of the Holyoke Association of Life 
Underwriters writes: 

“The members of the Holyoke Asso- 
ciation of Life Underwriters feel your 
item in June 30 issue leaves us in a very 
unfavorable position. Anyone reading 
this article is led to believe we neglected 
our jobs by not requesting permission 
from the management to solicit the em- 
ployes of this company while at work. 
The truth is, the president of the con- 
cern realized he could not grant this 
privilege to every underwriter. This 
convinced him he was giving the sav- 
ings bank man an unfair advantage. 

“The interview did not end as you 
stated. A complete understanding of 
our problem was reached and we were 
promised the savings bank representa- 
tive would not be allowed desk space 
to carry on this unfair method of doing 
business at any future time. Of course, 
you realize most of the $100,000 of in- 
surance that you speak of was replacing 
business in force. It is our belief a 
great deal of good was accomplished 
and to our knowledge no other associa- 
tior has been able to show 2s much suc- 
cess in combating this problem.” 


Classification Made 
in the Lapse Table 


In the table prepared by the Life In- 
surance Sales Research Bureau on 
lapses that was presented at the S.E.C. 
monopoly committee hearing in Wash- 
ington, D. C., there were four classifi- 
cations of companies given as indica- 
tive of the average lapse situation. They 
were styled A, B, C and Some 
agents evidently have considered this a 
classification of company quality, which 
was not the case. The classification 
represented only companies of certain 
size. 














along with the regular cash dividend of 
4 percent. The paid-up capital is now 


Push Campaign of 
Davenport Leader 





KARL E. MADDEN 


The committee that is sponsoring 
Karl E. Madden of Davenport, Ia., for 
election as trustee of the National As- 
sociation of Life Underwriters in Sep- 
tember, has got out an_ attractive 
pamphlet in his behalf. Mr. Madden is 
general agent for Penn Mutual Life. 
He staged outstandingly successful 
sales congresses in Davenport for the 
past two years and he is leading the 
movement to have the mid-year meet- 
ing of the National association in Dav- 
enport next year. Chairman of the 
Madden committee is C. M. Sessions, 
New York Life, the other members be- 
ing Dick Le Buhn, Massachusetts Mu- 
tual, and Richard R. McCabe, Equitable 
of Iowa. Mr. Madden was graduated 
from the University of Iowa in 1922 
and entered life insurance work that 
year with Equitable of New York. He 
served as district manager for that 
company four years and has been Penn 
Mutual general agent 12 years. He is a 
past president of the Davenport associa- 
tion and past president of the general 
agents and managers association there. 
He is completing his third term of three 
years each as national committeeman. 
He has served on numerous committees 
of the National association and is active 
in civic affairs in his home town. 





Conference Held on 
Annual Message 


A program for newspaper and maga- 
zine advertising for the “Annual Message 
of Life Insurance,” week of Oct. 23, 
was reviewed at a meeting in New York 
with S. M. Gamble of the Massachusetts 
Mutual Life, chairman of the publicity 
committee, presiding. Plans for co- 
operation of local underwriters associa- 
tions were discussed. 

Among others present were H. J. 
Johnson, Pittsburgh, president National 
Association of Life Underwriters; C. J. 
Zimmerman, Chicago, vice president Na- 
tional association; Earl Trangmar, Met- 
ropolitan Life; Arthur Daniels, secre- 
tary Institute of Life Insurance; Roger 
B. Hull, managing director National as- 
sociation; W. E. Jones, associate man- 
ager “Life Association News,” and H. 
C. Flower, Jr., vice-president J. Walter 
Thompson Company. 





Much sentiment was connected with 
the annual conference of the R. C. 
Meadows agency of National Life of 
Vermont at Binghamton, N. Y., which 
was held at Tennanah Lake. Forty 
members of the agency were present 
and they presented Mr. Méadows with 
40 applications for a total of $129,000 on 








increased from $30 to $32 per share. 








his 40th birthday. 
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STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of July 18, 
1939: 





Par Div.* Bid Asked 
Aetna Life ..... 10 1.35* 31% 33% 
Central, Tit....<< 10 pa 10 11 
Cen. States Life. 5 ee 2 3 
Colum, Nat. L...100 Pry 65 75 
Conn. Genl. .... 10 .80 28% 30% 
Contl. Assurance 10 2.00 37% 39% 
Federal Life .... 10 eae 4% 5% 
Great Southn. L. 10 1.30 20 24 
Kan. City Life..100 16.00 350 400 
Life & Cag. c<i 3 -50 9% 11% 
Lincoln Natl. ... 10 1.20 29 31 
New World Life 10 .40 5 6 
No. Amer. Life.. eo 2% 3% 
N. W. Nat. Life... 5 .30 11 2 


Ohio Nat. Life... 10 
Old Line Life... 10 .60 10 12 
Sun Life, Can....100 15. 
Traveleve” ties é< 100 16. 

Union Cent. Life 20 1.20 20 25 
Wis. National... 10 # 5 
*Includes extras. 





Article on Postage Indicia 


T. M. Rodlun, Washington, D. C., 
direct mail consultant and formerly ad- 
vertising manager Acacia Mutual Life, 
is the author of an extensive article in 
May “Printer’s Ink Monthly” on postage 
indicia and printed reply forms. He calls 
attention to the number of different de- 
signs for reply envelopes that may be 
used. He also mentions the extremely 
cooperative attitude of the postoffice de- 
partment. A mailer should never hesitate 
to submit new ideas, he says, because 
that’s one way new privileges are added 
and postoffice department service pro- 
gresses, 





Experience on Family Policy 


ST. PAUL—So far the Minnesota 
Mutual Life has written approximately 
$4,000,000 on its new family policy. The 
count as of June 1 showed 2,095 policies 
covering 7,613 lives. More than 80 per- 
cent of the cases placed are still in force 
and well over 80 percent of the volume 
covered by these policies remains in 
force. 

_ The policy with the largest number of 
lives is for $3,000 on 12 lives. The larg- 
est policy in volume so far is for $8,500. 


Old Virginia Policy Holders Die 


RICHMOND—Two old_ policyhold- 
ers of the Mutual Life of New York 
died in Virginia recently. S. P. Halsey 
of Lynchburg was 95 when he died and 
had an ordinary life policy that had been 
in force for 68 years. Accumulations 
amounted to $8,037. The policy would 
have matured had he lived a month 
longer. . 

Charles Lorraine, 86, who retired last 
year after’ 65 years in railroad service, 
died in Richmond. He had a $2,000 or- 
dinary life policy which had been in 
force since 1877. 








Signs Illinois Citizens Bill 

Governor Horner of Illinois has 
signed a bill that restricts the issuance of 
agents, brokers and solicitors licenses to 
citizens of the United States or those 
who have applied for naturalization pa- 
pers. This is one of a series of bills lim- 
iting various fields to U. S. citizens. 


Staley Joins Brown, Ginzel & Co. 


WICHITA—Brown, Ginzel & Co., 
here has announced the addition of Max 
L. Staley to’ the firm, filling the gap 
made by the resignation of James Knorr 
to join Dulaney, Johnston & Priest. Mr. 
Staley was recently elected secretary- 
treasurer of the Wichita Life Under- 
writers Association having been with the 
lravelers in Wichita the past two years. 
He is a son-in-law of L. H. Brown, 
President of the. firm, a graduate of 
Wichita University and has attended the 
Travelers training school at Hartford. 





The man who sits down and waits 
for fortune to come along and smile 
on him needs a soft cushion. 


Henry L. Rosenfeld Taken 
by Death in Paris 








HENRY L. ROSENFELD 


Henry L. Rosenfeld, who was promi- 
nent in life insurance in New York in 
days gone by, died in Paris Sunday 
night. He had been in poor health for 
some time suffering from heart trouble. 
He spent part of each year in Paris 
since the world war. 

He was born in Atlanta, Ga., May 29, 
1868. In 1894 he became a solicitor for 
the Equitable Society in that city. He 
was transferred to Cincinnati at the be- 
ginning of 1900 as general agent and 
three months later was appointed Ohio 
inspector of agencies. On Jan. 1, 1903, 
he became supervisor of agencies at the 
home office, later was made assistant to 
the president, and then successively 
fourth, third and second vice-president. 
He left the Equitable in 1920 to become 
United States manager of the Consoli- 
dated Assurance of London, a fire rein- 
surance company. After a few years in 
that capacity he returned to life insur- 
ance, becoming manager of one of the 
Prudential ordinary agencies in New 
York City. With the approval of Paul 
Morton, who was then president of the 
Equitable, Mr. Rosenfeld made a pro- 
found study of the possibilities of insur- 
ing groups and soon thereafter the com- 
pany wrote the first group life policy in 
this country. 

Complete financial data, 
rates and values in the 


Manual-Digest. $5. 
writer. 





policy facts, 
1939 Unique 
National Under- 


May Investigate Methods 
Used in Legislation 


ATLANTA — A certified copy of 
testimony taken recently before the fed- 
eral monopoly committee in Washing- 
ton involving life companies and their 
alleged methods of blocking “unfavor- 
able” legislation in the Georgia general 
assembly has been requested for perusal 
by the Georgia house insurance com- 
mittee, according to Representative 
Turner, a committee member. He as- 
serted he will study the testimony as to 
methods described before the committee 
in Washington bv R. L. Cooney, Atlanta 
representative of the New York Life, 
and “if the facts warrant it, I will ask 
the house to authorize an investigation 
of the whole thing.” 

His announcement came as Speaker 
Harris declared legislation to tax the 
insurance companies “will be up at the 
next session” of the legislature, and J. 
B. Spivey, president of the senate, said 
“the insurance company lobbies seemed 
to be no worse than about 44 other spe- 
cial interests ‘when about to be taxed.” 

Only two important insurance bills 
came before the last session of the leg- 
islature. Neither was passed. One would 
have raised the tax on premiums con- 
siderably while the other, modeled after 





a Texas law, would have required com- 
panies to reinvest a large portion of 
Georgia insurance reserves in Georgia. 





Hays & Bradstreet Contest 


In June the Hays & Bradstreet agency 
of the New England Mutual Life in Los 
Angeles staged a contest between the 
“Oldtimers,’ men who have been with 
the agency for two years or more, and 
the “Upstarts,” those with less than 
two years service. For three weeks the 
“Upstarts” had the “Oldtimers” on the 
run, but in the closing days the latter 
nosed over the wire a winner. Celebrat- 
ing the event, the agency will hold a the- 
ater party in Hollywood July 21, fol- 
lowed by a supper. 

The agency will hold its annual quota 
party at Newport Beach July 29. 





Hammond Opens Tucson Branch 


Wilmer M. Hammond, Los Angeles 
general agent Aetna Life, has opened a 
branch office in Tucson, Ariz., with H. 
E. Phenicie as assistant general agent in 
charge. The new office will cover all of 
Arizona but will concentrate for the 
present on development in Phoenix, 
Tucson and Bisbee. 
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Why is this prospecting job so important? 
What is the best way for me to go about it? 


How can I project a clear picture showing how Life Insur- 
ance will function for my prospect and his family? 


How to hurdle these and similar Whys, Whats and Hows 
is told simply, clearly and comprehensively in our Sales Manual 
—a valuable reservoir of material for salesmen, whether begin- 
ners or experienced. Endorsed by General Agents as a valu- 
able aid in training and stimulating men. 


Agencies available in Illinois, Iowa, Michigan, 
Minnesota, Ohio and Wisconsin. 
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The SEC's Course in Semantics 


“FRUSTRATION” is a doleful and discour- 
aging word, the precise opposite of the 
objectives of life insurance. Yet the SE- 
curITIES & ExCHANGE CoMMISSION, trying 
to dramatize its case against the life in- 
surance business, has carefully chosen the 
term “frustration” as ‘characterizing the 
fate of a large proportion of life insurance 
purchases. 

So absurd is the accusation that life in- 
surance men are in danger of overlooking 
how fundamental it is to the SEC’s case 
and how ingeniously chosen to convince the 
public that the insurance business needs 
reform and only the federal government 
is capable of doing the job. For whatever 
the ultimate aim of the investigation, this 
changing of the public’s attitude toward 
life insurance must be the first step. 

And those who are tub-thumping for this 
change know they are not going to get 
it by merely bringing out that there are 
things about life insurance, as about any 
business, that could stand improvement; 
that despite the fact that experienced life 
insurance men are wrestling constantly 
with them and making commendable head- 
way maybe ‘Uncle Sam’s boys could help 
a little too, after they learned what it was 
all about. 

No. Smart strategy calls for the would- 
be reformers’ asking themselves, “What is 
the most striking accusation we can make 
and how can.we make it most effectively ?” 

Naturally, it would be impracticable to 
frame up an accusation out of whole cloth 
even if the strategists desired to—and there 
is no evidence that they would descend to 
such tactics. Aside from ethical scruples, 
it would be too easy to refute and might 
even prove a boomerang. It is more hon- 
orable—and also more effective—to pick 
out a situation that could stand improve- 
ment and then to hammer at it, exaggerate 
it, distort its significance, draw misleading 
inferences, and ignore what those in the 
business have done to mitigate it or the 
fact that a great deal of what is com- 
plained of is due to circumstances which 
the business cannot possibly control. This 
is the strategy which the SEC has used 
so strikingly in connection with alleged 
frustrations resulting from lapses and sur- 


renders in the life insurance field. 

The cleverness of the term “frustration” 
becomes apparent only when one sits down 
and tries to think of a more effective one. 
What more damning could be said than 
that, by and large, buying life insurance 
is a waste of money? Charges of whole- 
sale dishonesty, graft, mismanagement, in- 
competence, or assorted skullduggery 
would be as nothing compared with the 
frustration accusation. People are not 
usually fussy about the morals or ability 
of those they buy from so long as they 
feel they are getting their money’s worth. 
But to tell a man he is probably throw- 
ing his money away when he buys life 
insurance is the quickest possible way 
of getting him to agree that something 
ought to be done about it. 

Semantics is the newly popularized term 
for the use of words according to their 
power in arousing emotions rather than for 
their literal meaning. The life insurance 
business is up against some experts in the 
science of semantics. That the SEC knows 
the value of applied semantics and is mak- 
ing full use of it was revealed by the 
tenacity with which the SEC’s statistical 
expert, Prof. DonALD DAVENPORT of HarR- 
VARD UNIVERSITY, clung to the term “frus- 
tration” when Senator Kine of UTAH, a 
member of the monopoly committee, chal- 
lenged the appropriateness of the term as 
applied to lapses and surrenders. Dr. 
DAVENPORT said those working on the life 
insurance investigation had considered the 
term very carefully and had decided that 
“frustration” was the proper expression to 
use, 

There are many words which would more 
accurately describe the termination of life 
insurance policies by means other than 
death, maturity, or expiry. But as a weapon 
of propaganda the term “frustration” ranks 
with anything that has been devised. The 
life insurance business should not under- 
rate the emotional power of words like 
“frustration,” for it is easier for most 
people to think with their emotions than 
with their brains. Perhaps life insurance 
should take a course in semantics. If so, 
it could not do better than to study closely 
what the SEC is doing. 


Better Than the Good Old Days 


Aw oLp timer in the councils of the 
Nationa AssocrATION OF Lire UNopeEr- 
WRITERS, with a tut tut and a sigh, the 
other day said that they used to do it 
better when he was a power in the or- 
ganization. The leaders would get to- 


gether and decide who should be elected 
to the various offices, preserving a nice 
balance geographically, as to company 
representation, etc. In his recollection 
it was all dignified and proper in con- 
trast to the contests for position today 





that are highly organized political cam- 
paigns. For the sake of an argument 
we will say that the current skirmishing 
is preferable to the stuffy fixing of the 
old days. The contests today tend to 
create a more intense interest in the 
affairs of the association, make the office 
seem a more important objective and 
cause those who aspire to office to turn 
in an energetic performance when they 
reach the pinnacle toward which they 
have been pointing. 

There has been an extremely high 
character of leadership in the last 10 
years or so since open, unashamed cam- 
paigns for office have been conducted 
and rivalry has been intense. Indeed the 


job of president has been made by the 
last few title holders such a strenuous 
undertaking that the primary qualifica- 
tion is now a cast iron constitution. 

One of the most interesting contests 
that there has been is now under way 
between two superb leaders—Harry T. 
Wricur of Curcaco and Joun A. WITHER- 
spoon of NasHvILLE. Whichever one wins 
will devote his energies with high com- 
petence to the welfare of the association 
and the business and the loser will be 
no less a valuable factor in the organiza- 
tion. It is a healthy contest and one 
that will hold the attention of the busi- 
ness until the ballots are counted in St. 
Louis in September. 








PERSONAL SIDE OF THE BUSINESS 





Arthur B. Wood, president Sun Life 
of Canada, has returned from a visit to 
England. Mr. Wood was accompanied 
on his business trip of several weeks by 
E. E. Duckworth, Sun Life comptroller; 
Mrs. Wood and Mrs. Duckworth. 


C. C. Edwards of Chester, S. C., gen- 
eral agent of the Aetna Life, well 
known in South Carolina circles, and 
Mrs. Edwards celebrated their golden 
wedding anniversary. 

An outing and banquet honored 
Tecumseh Kilgore, South Bend, Ind., 
general agent Union Central Life, who 
has just completed 30 years with the 
company. Indiana agents and officials 
from the home office attended. He was 
one of the organizers and past presi- 
dent of the South Bend Association of 
Life Underwriters. 


H. T. Dobbs, first vice-president In- 
dustrial Life & Health of Atlanta and 
chairman of the executive committee of 
the Industrial Insurers’ Conference, has 
been made chairman of the transporta- 
tion committee for Georgia Day at the 
San Francisco fair. A special deputa- 
tion, including Governor Rivers, will 
represent Georgia. 

W. C. Schuppel, vice-president Oregon 
Mutual Life, has been named president 
of Portland Rotary Club. 

J. N. Jamison and H. T. Burnett, vice- 
presidents of the Reliance Life, have 
been guests of Robert S. Buzard of 
Seattle, and made some _ outstanding 
fishing records on Puget Sound. 

J. F. Walsh, resident superintendent 
of agencies Home Life, Chicago, is on 
an extended business trip throughout the 
middle west which will take him to Min- 
neapolis, Kansas City, Denver, Detroit 
and Grand Rapids. 

Maj. W. L. Fuller, manager Pruden- 
tial ordinary agency, Chicago, is vaca- 
tioning in eastern Canada, going to New 
Brunswick, Nova Scotia and Newfound- 
land. G. L. Schomburg, assistant agency 
manager, will spend the next three 
weeks with his family vacationing in the 
Eagle river district. 

J. B. Ryan, Bankers Life of Iowa 
salesman in the Des Moines agency, ex- 
pects to return to work about Aug. 1. He 
was injured in an automobile accident 
last November and then was injured 
again last February in the wreck of the 
Union Pacific’s Pony Express while en 





route to the Presidents Premier Club 
school in San Francisco. 

George A. Bredehoft, Toledo, O., man- 
ager Connecticut General Life, has been 
installed as president of the Toledo Ex- 
change Club. 


The “Book of Remembrance,” which 
was presented by the Industrial In- 
surers’ Conference to C. A. Craig, past 
president and charter member, who is 
chairman of the board of the National 
Life & Accident, has been placed in the 
hands of Mr. Craig by George R. Ken- 
dall, president Washington National, 
conference past president, who served 
as chairman of the committee that pre- 
pared the testimonial. The book, which 
is handsomely bound in leather, with an 
illuminated text of the tribute, is also 
signed by conference company members. 
Mr. Craig was present at the organiza- 
tion of the conference 30 years ago and 
has been one of its guiding lights. 

Martin J. Eckert, general agent, Col- 
umbian National Life, Binghamton, N. 
Y., celebrated his silver anniversary of 
service with his company by leading his 
organization to first place among_all 
agencies in paid insurance for June. His 
anniversary coincided with his com- 
pany’s 37th anniversary celebration and 
so the Binghamton agency was involved 
in a double-header campaign in June. 

In honor of the agency’s success, an 
outing was held at Aquaga Lake. Pres- 
ent as Mr. Eckert’s guests were his 
leading agents. A special guest was 
Vice-president A. A. McFall of the 
Columbian National. 

J. N. McEachern, president Industrial 
Life & Health of Atlanta, has presented 
a sea-going boat to the Masonic Home 
of Georgia, to be used at the Shelman 
Bluff summer camp for boys and girls 
on Sapelo Sound. 

Morgan Jones, manager century pol- 
icy department of the United, Chicago, 
is visiting his father at San Diego. He 
will be away from the home office for 
about two weeks. : 

Warren J. Moore, secretary Old Line 
Life of Milwaukee, will be honored at a 
dinner July 26 on his 25th anniversary 
with the company. He started as a clerk 
in the then newly established accident 
and health department, upon graduating 
from high school. Two years later he 
was transferred to the life department. 
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In 1916 he became underwriter in the 
accident and health department until 
1923, except for service in the army dur- 
ing the World War. Later he became 
office manager and then secretary of the 
company in 1934. Mr. Moore also is 
chairman of the life department’s under- 
writing committee. 


Robert J. Guinn, general agent New 
England Mutual Life, and Walter Pow- 
ell, general agent John Hancock, both 
of Atlanta, were honored at a joint 
birthday party, with Henry Powell, 
state agent State Mutual Life, as host. 
Mr. Guinn is 73 and Walter Powell ob- 
served his 48th birthday. 


R. L. Bowen, former Ohio superin- 
tendent, and Miss Victoria Folwell were 
married in Norwalk, O. They will re- 
side in Cleveland. Mr. Bowen is head 
of a real estate organization in Columbus 
and also represents the Northwestern 
Mutual Life in Cleveland, a position he 
held before being appointed superintend- 
ent of insurance. Mrs. Bowen was for 
a number of years in the Penn Mutual 
office in Cleveland and later was with 
the insurance department. 


H. J. Fett, Newark manager Mutual 
Life of New York, will round out 31 
years with that company Aug. 26. He 
started in a clerical capacity in Read- 
ing, Pa. and in 1913 was transferred 
to Wilmington, Del. He was in New- 
ark 1922-26, as cashier and superintend- 
ent of agents and then served as man- 
ager in Wheeling, W. Va., and Roches- 
ter, N. Y., before returning to Newark 
as manager last January 1. 

Leslie O. Copeland, assistant superin- 
tendent of loans of the North American 
Life of Chicago, was married at Madi- 
soh, Wis., to Miss Loretta Morrissey 
of Madison. 

Arthur E. Braun, president of Reli- 
ance Life, was presented a silver serv- 
ice medallion by Vice-president O. M. 
Eakins on completion of 20 years of 
service as an officer of the company. Mr. 
Braun was associated with the founders 
of Reliance Life when the company was 
organized in 1903. He was elected a 
director in 1905 and served on the board 
until 1912. He was elected vice-presi- 
dent July 8, 1919, and president July 
12, 1927, following the death of Judge 
James H. Reed, first president of the 
company. 

R,. G. Lehnen, general agent General 
American Life, Columbia, Mo., has been 
elected president of the Columbia Lions 
Club. 

O. T. Hogan, president United of 
Chicago, will spend the next 10 days at 
Ely, Minn., visiting his youngest son, 
Fred Hogan, who is at one of the sum- 
mer camps. He will be accompanied by 
his wife. 

Within the last few weeks one of the 
first private television receivers at the 
New York World’s Fair has been intalled 
in the agents’ lounge at the “Laboratory 
for Living” for the entertainment of 
representatives of the Aetna Life com- 
panies and their guests. This receiver 
reproduces with remarkable clarity pro- 
grams telecast regularly from the Em- 
pire State building. Both “live’ pro- 
grams—programs in which living actors 
and actresses appear before the televi- 
sion cameras—and special events fea- 
tures are received. And in the interven- 
ing time, telecasts of motion pictures are 
received. In this connection, it is in- 
teresting to note that several of the 
Aetna Life’s own educational films are 
being telecast regularly. 


The annual picnic of the home office 
staff of the Indianapolis Life was held 
at the Indianapolis Country Club with 
nearly 150 present. Golf, swimming, 
tennis, horseshoes, bridge and other 
Sports occupied th eafternoon. After a 
beefsteak dinner there was an award of 
prizes and brief remarks from President 

. B. Raub in commendation of the 
faithfulness and loyalty that are dis- 
Played by the home office workers, many 
of whom have been with the company 
for long periods of service. E. F. Kep- 
ner of the home office was master of 
ceremonies and was responsible for a 





number of special features. Preceding 
this annual event, many of the home 
office department heads and _ other 
workers engaged in a life insurance 
selling contest and several hundred 
thousands of new business is thus pro- 
duced annually. 

B. A. Donnally, executive vice-presi- 
dent of Southland Life, has just re- 
turned to the office from attending the 
National Association of Insurance Com- 
missioners meeting in San Francisco. 
Mr. Donnally reports that Southland 
Life has shown a substantial increase 
over the first six months of 1938. 


DEATHS 


W. W. Crisp, vice-president of the 
Continental Life of Washington, D. C., 
and chairman of the membership com- 
mittee of the Industrial Insurers Con- 
ference, died after an illness of several 
weeks. 

Howard §S. Foote, Geneva, O., 87, the 
oldest representative of Midland Mutual 
Life, died in the Cleveland Clinic. His 
earlier experience was in school work in 
various Ohio towns. He started in 1907 
with Midland Mutual and always held 
a place near the top of the list of big 
producers. He wrote more than $2,000,- 
000 of insurance and at the time of his 
death had more than $1,500,000 of in- 
surance in force. 

M. W. Colby, general agent of the 
Provident Mutual Life for central IIli- 
nois, with headquarters in Decatur, died 
after a prolonged illness. He had been 
associated with Provident Mutual since 
December, 1922. In April, 1923, he was 
appointed general agent for central IIli- 
nois in partnership with C. A. Atwood, 
and five years later became sole general 
agent. 

Dr. C. T. Noecker, 74, medical director 
of the Dominion Life for more than 50 
years, died recently. 

Dr. Roy Groesbeck, 50, chief medical 
examiner in Salt Lake City for the 
Equitable Society, died suddenly from 
a heart attack. A native of Salt Lake 
City, he graduated from Western Re- 
serve University, Cleveland, in 1913 and 
had been in active practive for 25 years. 

Bruce B. Brady, Cleveland, chairman 
of Agricultural Life of Detroit, and 
who served for a short time as presi- 
dent of that company, died in the Nor- 
walk, O., Hospital at the age of 42. 
Death was caused by blood poisoning 
that followed a slight injury suffered in 
a game of tennis. Two years ago he 
went to Detroit as president of Agri- 
cultural Life but gave up that position 
seven months ago and returned to 
Cleveland where he was executive vice- 
president of the General Title & Trust 
Co. He remained chairman of Agricul- 
tural Life. He was at one time an as- 
sistant attorney general of Illinois. 

C. L. Trafton, 74, for 50 years gen- 
eral agent of the Travelers in Ports- 
mouth, N. H., and one of the last two 
general agents of the company in the 
country, died at his home there. 


Annuity Tax Suit in Arkansas 


LITTLE ROCK, ARK.—In line 
with a decision of the Arkansas su- 
preme court holding that annuity de- 
posits or premiums are subject to the 
214! percent gross premium tax, A. D. 
Dulaney, former Arkansas Commis- 
sioner, and Lee Cazort, as special coun- 
sel, have filed a chancery court suit to 
collect $23,707 in current taxes from 14 
companies on $960,308 paid on annuity 
contracts. 

The decision was returned in a test 
suit against the New York Life. While 
sustaining the state’s contention that the 
tax is applicable, the court ruled that 
back assessments would not be valid. 
The special counsel sought judgment 
against the New York Life and other 
companies for the period 1927-1938. 











It is well to bear in mind the maxim, 
“Molasses will catch more flies than 
vinegar.” A smile will win over harsh 
words. 
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NEW CAMPAIGN IN “LIFE” 
A REAL SALES AID, 


say Union Central men 


An ingenious departure in ad- 


vertising, Union Central’s 
new campaign in LIFE mag- 
azine is being acclaimed 
throughout the Company’s 
field force. They have dis- 
already that this 


campaign builds a background 


covered 


in the prospect’s mind that 
makes the agent’s selling job 
easier and more effective. 


Typical of field comment 
is the following from Mark 
Trueblood of Los Angeles, 
dynamic Manager of Union 


Central’s largest West Coast 
Agency. 


“Tt is with particular pleas- 
ure that we see our Company 
enter the advertising columns 
of LIFE. The Company’s 
new campaign is timely and 
interesting and will further 
serve to spread its fame— 
already growing from the 
cumulative results of its cam- 
paigns of the past seven years 
in the great national maga- 


zines.” 


The UNION CENTRAL LIFE Insurance Company 


CINCIN 


NAT! 


OH/IO 
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EIGHT DECADES OF EQUITABLE}|( 





1859-1868 


Equitable founded by Henry B. Hyde and Associates, July 26, 1859. 
Year 1860 started with $1,144,000 of Insurance in Force, and Assets of $117,102. 
First Death Claim, for $5,500, paid (1860). 


Famous Statue Group, "Protection", introduced in Equitable Policy Headings 
(1860). 


Conditional (Binding) Receipt to protect applicants during issuance of policy 
first employed by Equitable (1862). 


Equitable Assets passed Million mark (1864). 

First 5-year Dividend paid to Policyholders (1865). 
Annual Dividends authorized (1867). 

Total Insurance in Force passed $100,000,000 (1868). 
Limit of risk increased to $50,000 (1868). 


Contemporary Events 


First petroleum well opened in Titusville, Pa. (1859). 
First Pony Express between Sacramento, Cal. and St. Joseph, Mo. (1861). 
Start of Civil War, April 15, 1861. 

Lincoln’s Emancipation Proclamation, Jan. 1, 1863. 
Battle of Gettysburg, July 1, 2, 3, 1863. 

Lincoln’s Gettysburg Address, Nov. 19, 1863. 
Maximilian made Emperor of Mexico (1864). 

Civil War ended (1865); Lincoln Assassinated. 

13th Amendment Abolished Slavery (1865). 

First Atlantic Cable Laid (1866). 

Alaska purchased by United States from Russia (1867). 


1869-1878 


Travel and Residence liberalized; Grace in Payment of Premiums first allowed 
(1869). 


First Home Office Building at 120 Broadway, N. Y. completed (1870). 
Equitable Policy Payments in Single Year reached $3,646,290 (1872). 
Henry B. Hyde elected President on the death of William C. Alexander (1874). 


Payments to Policyholders and Beneficiaries totalled $5,000,000 during year 
1878. 


Contemporary Events 


U. S. Grant elected President (1869). 
Franco-Prussian War, July-Sept. 1870. 
Introduction of antiseptic surgery (1870). 
Great Chicago Fire, Oct. 9-11, 1871. 

Block signals for railways invented (1872). 


Disastrous panic in New York, with widespread bank failures. 
closed for ten days (1873). 


Disraeli made Prime Minister of England (1874). 

Constitution of the Republic of France formed (1875). 

Telephone invented by Alexander G. Bell (1875). 

Rutherford B. Hayes inaugurated 19th President of the U. S. (1877). 
Edison invented Phonograph (1877). 


N. Y. Stock Exchange 


1879-1888 


Three-Year Incontestable Clause introduced (1879). 

William Alexander elected Secretary (1880). 

Equitable policies first granted to women (1880). 

Sub-standard Ratings introduced for Hazardous Occupations (1880). 
System of Immediate Payment of Death Claims inaugurated (1881). 
Survivorship Annuity introduced (1881); Life Annuity (1883). 

Assets passed $50,000,000 (1883). 

Equitable limit of risk on single life increased to $100,000 (1884). 

Full Freedom of Travel and Residence granted (1886). 

Two-Year Incontestable Clause introduced (1886). 

Equitable Home Office Building reconstructed and enlarged (1887). 
Insurance in Force $500,000,000 (1888). 


Contemporary Events 


Edison developed Incandescent Lamp (1879). 

Gasoline motor invented by Selden (1879). 

President Garfield assassinated (1881). 

Panama Canal started by French but not completed (1882). 

Discovery of Inoculation for Rabies by Pasteur (1884). 

Grover Cleveland inaugurated 22nd President of U.S. (1885). 

First Trolley Cars in U.S. (1885). 

Washington Monument dedicated in Washington (1885). 

Great Blizzard of 1888, March 12-14. 

Inventions patented: Linotype Machine (1884); Cash Register by Patterson, (1885);. 
Adding Machine by Burroughs (1888) ; Transparent photographic film by Eastman 
(1888). 


1889 -1898 
100,000th policy issued (1895). 
Total Assets reached 100 Millions (1889). 
Right to Change Beneficiary introduced (1894). 
Assets reached $200,000,000 in 1895. 
Guaranteed Cash Values, also Policy Loans, introduced in 1896. 
Limit of risk on one life increased to $200,000 (1896). 
Spendthrift Clause for protection of Beneficiaries introduced (1898). 
Continuous Instalment Policy introduced (1898). 


Contemporary Events 


Benjamin Harrison inaugurated 23rd President of U.S. (1889). 
Johnstown Flood, May 31, 1889—2209 lives lost. 
Inventions patented: Alternating Current Motor; Color Photography (1892). 
Grover Cleveland inaugurated 24th President of U.S. (1893). 

Edison developed Rinetoscope (Moving Picture apparatus) 1893. 

Ford built his first successful automobile (1893). 

Financial Panic and Business Depression (1893). 

X-Ray discovered by Wilhelm Konrad Roentgen (1895). 

Gold discovered in Klondike (1896). 

William McKinley inaugurated 25th President of U.S. (1897). 

Queen Victoria’s Diamond Jubilee (1897). ee 


U.S. Battleship “Maine” blown up in Havana Harbor, Cuba, Feb. 13, 1898; 260 lives 
lost. 


Radium discovered by M. and Mme, Curie (1898). 
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EIGROWTH AND PROGRESS 











1899-1908 


James W. Alexander elected President on Death of Henry B. Hyde, Founder. 
Insurance in Force passed One Billion; Total Assets 400 Millions. 

Automatic Surrender Values and Extended Term Insurance introduced (1900). 
Convertible Policy introduced (1905). 

Paul Morton. elected President (1905). 

Grover Cleveland appointed Chairman of Board of Trustees (1906). 

N. Y. State Standard Policy Forms introduced (1907). 


Contemporary Events 


President McKinley assassinated (1901). 

Theodore Roosevelt elected 26th President of U.S. 

Death of Queen Victoria—Coronation of King Edward VII (1902). 

Mt. Pelee (Martinique) eruption May 8, 1902. 

Pacific Cable completed, San Francisco to China (1902). 

Marconi’s First Radio Message (1902). 

First Successful Aeroplane Flight by Wright Brothers, Kitty Hawk, N. C. (1902). 
First New York subway opened (1904). 

San Francisco Earthquake, April 18-19, 1906. 


1909-1918 


50th Anniversary celebrated by The Equitable (1909). 

Assets reached $479,900,419; Insurance in Force, $1,335,347,979. 
Corporate Policy introduced. 

Group Life Insurance inaugurated by Equitable (1911). 

Refund and Cash Refund Annuities introduced (1911). 

Death of Paul Morton—Judge Day elected President (1911). 
Equitable Building, 120 Broadway, destroyed by fire (1912). 
First Disability Waiver Clause introduced (1912). 

New Equitable Building opened, 120 Broadway (1915). 


Total Payments to Policyholders and Beneficiaries since organization reached 


$1,000,000,000 (1916). 
Double Indemnity Accident provision introduced (1917). 


Contemporary Events 


William H. Taft inaugurated 27th President of U.S. (1909). 
Admiral Peary Discovered North Pole (1909). 

First Aeroplane Crossing of English Channel by Louis Bleriot (1909). 
George V. of England crowned upon death of Edward VII (1909). 
South Pole discovered by Amundson (1911). 

First Aeroplane Flight across U.S. by C. P. Rogers (1911). 
Hydroplane invented by Glenn H. Curtiss (1911). 

SS. “Titanic” hit Iceberg off Newfoundland, 1517 lives lost (1912). 
Woodrow Wilson inaugurated 28th President of U.S. (1913). 
Panama Canal opened (1913). 

Parcel Post System inaugurated in U.S. (1913). 

World War begun in Europe (1914). 

“Lusitania” sunk by submarine, 1198 lives lost (1914). 
Trans-continental telephone opened (1914). 

U.S. entered World War, April 6, 1917. 

Armistice declared Nov. 11, 1918. 


ea mw Over $100,000,000 paid in Death Claims by American companies 
9 


Woman Suffrage Amendment passed (1918). 


1919-1928 


Group A. & H. added to Group Coverage (1920). 

Insurance in Force reached Three Billions in Oct. 1922. 
Accidental Death and Dismemberment added to Group (1922). 
Home Office Building at 393 Seventh Avenue completed (1924). 
Complete Mutualization of Society (1917 plan) in 1925. 
Non-Medical Insurance granted Policyholders (1926). 

Salary Savings Insurance introduced (1926). 

Group Annuities introduced (1927). 

— a made Chairman of Board and Thomas |. Parkinson elected President 
Insurance in Force reached Six Billions (1928). 

Assets reached One Billion (1928). 

Death of Judge Day (1928). 


Contemporary Events 


Versailles Peace Treaty signed, June 28, 1919. 

Volstead Act (Prohibition Amendmeni) passed (1920). 

Suffrage for women in effect (1920). 

Warren G. Harding inaugurated 29th President of U.S. (1921). 

First American Radio Broadcasting Station opened in Pittsburgh, KDKA (1921). 

Union of Soviet Republics in Russia declared (1922). 

a inaugurated 30th President ef U.S. on death of President Harding 
3). 

Insulin (for Diabetes) discovered by F. G. Banting, Canadian physician (1923). 

Television demonstrated (1927). 

Lindbergh’s solo flight to Paris, May 20, 1927. 

a, commercial radio-telephone communication between America and England 

Herbert Hoover elected 31st President of U.S. (1928). 


1929-1938 


Monthly Premium plan adopted (1929). 

Economic Adjustment Policy introduced (1931). 

Payments to Policyholders reached Three Billions (1933). 

Optional Retirement Policy introduced (1933). 

Equitable's 75th Anniversary—lInsurance in Force $6,143,158,113. 

Family Income Policy introduced (1934). 

Group Hospitalization introduced (1934). 

Assets passed Two Billions in 1937. 

Death of William Alexander, Secretary of Equitable 57 years, March 25, 1937. 
Equitable entered 80th ANNIVERSARY YEAR on July 26, 1938. Total Pay- 


ments to Policyholders and Beneficiaries since Organization $4, 136,696,205. 
Insurance in Force, $6,749,177,544. 


Contemporary Events 


Stock Market collapse; financial panic (1929). ae 
Franklin D. Roosevelt inaugurated 32nd President of U.S. (1933). r, 
Bank Moratorium proclaimed (1933). 

“Century of Progress” Exposition at Chicago (1933). 

N.R.A. passed by Congress (1933). 

Renewal of diplomatic relations between U.S. and Soviet Russia (1933). 

Social Security Bill passed (1935). 

Death of George V of England (1936). 

Abdication of Edward VIII—George VI declared King (1936). 

Civil War in Spain (1936-39). 

Italian Conquest of Ethiopia declared May 9, 1936. 

Boulder Dam (Nevada) completed March 1, 1936. 

Mechanical Cotton Picker demonstrated by Rust Brothers (1938). 

New York World’s Fair (1939). 

San Francisco World’s Fair (1939). 
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LIFE AGENCY CHANGES 





Union Central Opens 
Honolulu Office 


Alexander & Baldwin, a leading firm 
of factors in Honolulu, Hawaiian 
Islands, is the latest addition to the force 
of the Union Central Life. Active chief 
of operations in the territory will be A. 
H. Jones, manager of the firm’s insur- 
ance department. He has been active in 
insurance in the islands for many years, 
having been associated with the insur- 
ance department of the Hawaiian Trust 
Company before joining Alexander & 
Baldwin. 

Alexander & Baldwin is one of the 
largest factors in the territory, having 
large interests in sugar, pineapples, ship- 
ping and insurance. Until the present 
time it has represented fire and casualty 
companies only, and the Union Central 
will be its sole life connection. 


Bruce Gilmore Succeeds 
Blossom at Grand Rapids 


After an 





insurance career of more 
than 40 years, Ira Blossom, general 
agent Northwestern Mutual Life at 
Grand Rapids, Mich., has retired to de- 








Bruce Gilmore Ira Blossom 


vote his time to personal production and 
private affairs, after serving as a spe- 
cial agent, district agent and supervisor. 
Mr. Blossom joined George H. Newell 
as co-partner in the Northwestern Mu- 
tual general agency at Grand Rapids, in 
January, 1910. On the retirement of Mr. 
Newell 10 years later, he became sole 
general agent. The agency averaged 
more than $2,000,000 of business an- 
nually. 

Bruce W. Gilmore, of DeKalb, IIl., 
district agent will succeed Mr. Blossom. 
Mr. Gilmore is a native of Compton, 
Ill., where he was born in 1902. He at- 
tended the University of Illinois and 
took the C.L.U. course. He made his 
first contract with the Northwestern 
Mutual in 1925 and later became a mem- 
ber of the Cormack & Gilmore partner- 
ship district agency at DeKalb. For more 
than five years he was the highest per- 
sonal producer and leader in the num- 
ber of lives in the B. J. Stumm general 
agency. Since 1937 he has been sole 
district agent at DeKalb and for the last 
three years has duplicated the partner- 
ship’s three-year record of having won 
the Northwestern Mutual district agents’ 
cup, gaining permanent possession. 





Made Califomia Superintendent 


E. V. Cowans has been appointed state 
agency superintendent of the Western 
Life of Helena, Mont., in California. He 





has been home office manager of the 
West Coast Life at San Francisco, He 
has opened offices in the Clunie build- 
ing. He started his life insurance career 
with the Metropolitan Life. 


G. H. Plante Joins 
Wischmeyer in Cleveland 


George H. Plante has joined the 
Henry G. Wischmeyer general agency of 
John Hancock Mutual Life in Cleveland 
as supervisor. Mr. Plante has been with 
State Mutual for 13 years, commencing 
in the home office and then serving in 
various agencies. He was cashier in 
Providence and Detroit and lately has 
served as supervisor in the W. Allan 
Bean agency of State Mutual Life in 
Cleveland. He is thus experienced in 
both the office and field operations. 








Rosenfelt Omaha Manager 
of the Union Central 


F. A. Rosenfelt has been appointed 
manager of the Omaha agency of the 
Union Central. He succeeds Earl Best, 
who has resigned. He has been a per- 
sonal producer, having been in the busi- 
ness for seven years, his annual volume 
ranging from $250,000 to $400,000. He 
was born in Kansas 41 years ago. He 
went with the Union Pacific Railroad 
and became production engineer. He en- 
tered life insurance with the Equitable 
Life of Iowa in 1932 and two years 
later was made assistant agency manager 
in Omaha. In 1937 he was appointed 
district agent there. 





Changes by the Travelers 


Several changes in branch office per- 
sonnel have been announced by the 
Travelers. L. F. Arvidson, field as- 
sistant at Peoria, Ill., has been promoted 
to assistant manager of that office. 

The contract of T. O. Freeman, dis- 
trict group supervisor in the Hartford 
branch office, has been amended to in- 
clude territories covered by ‘branch of- 


fices at Hartford, New MHaven and 
Bridgeport, Conn., and _ Springfield, 
Mass. He will continue to make Hart- 


ford his headquarters. 
F, P. Waldman of Cincinnati has been 
appointed a field assistant there. 





Opens New Office in Austin 


Bob J. Lyles has been appointed dis- 
trict manager of Western Reserve Life’s 
newly established office in Austin, Tex. 
Mr. Lyles has been a leader in civic 
activities in Austin. He served as di- 
rector of the Austin Chamber of Com- 
merce, president Austin Lions Club, sec- 
retary for 10 years, district governor for 
one year and Texas director of Lions 
International for two years. He grad- 
uated from University of Texas in 1925. 





Westem Life Appointment 


E. W. Montgomery of Sidney, Mont., 
and Lloyd Montgomery of Wolf Point, 
Mont., have been appointed associate 
general agents of the Western Life of 
Helena in northeastern Montana. E. W. 
has been in insurance and farm work for 
the last 11 years. Lloyd was in automo- 








splendid financial condition. 


western city. Describe experience 


confidential. 


MANAGER WANTED 


For HOME OFFICE AGENCY-—Salary, Bonus and Overwriting—Office 
now writing One and One-half Millions Annually—Company has enjoyed 
unusual prestige in home state for over 30 years, and is proud of its 


Unusual Opportunity for a high-grade, conscientious, aggressive man to 
build an outstanding and model agency in a delightful and beautiful 


ADDRESS: K-20, NATIONAL UNDERWRITER 
175 W. Jackson Blvd., Chicago 


in detail. Correspondence strictly 




















bile sales work and entered life insur- 
ance about four years ago. 


Name Culbreth in Jacksonville 


The Pan-American Life has appointed 
George C. Culbreth general agent in 
Jacksonville, Fla. He started with Pan- 
American as a producer in 1934, and in 
November, 1938, was made district 
agent. 








Branch Made General Agency 


The Pacific Mutual Life’s branch 
office in Newark will be transformed 
into a general agency Aug. 1. T. C. 
Sherman, who has been branch man- 
ager, will take charge under the new 
setup as general agent. 


Minnesota Being Developed 


Robert Howey, who was formerly 
home office supervisor of the Franklin 
Life in Springfield, Ill., is now located 
in Minneapolis with the idea of devel- 
oping Minnesota. He started in the 
agency department at the head office 18 





years ago. He passed the C.L.U. ex- 
aminations. 
NEWS BRIEFS 


J. W. Nietling, Sr., has been appointed 
general agent of the Franklin Life at 
Moline, IIl. 

S. Joseph Youtcheff has been ap- 
pointed Cincinnati general agent of IIli- 
nois Bankers Life with. quarters in the 
Gwynne building. Mr. Youtcheff has a 
long insurance experience and was pre- 
viously general agent of Lafayette Life. 


The ‘Travelers’ agency and_ service 
office at Fort Wayne, Ind., has been 
moved to the Lincoln tower, 116-118 


Berry street. The office will continue 
to operate under the supervision of the 
South Bend branch. 





Three new examiners have been ap- 
pointed by the Pennsylvania department: 
L. H. Williams, Shenandoah; C. P. 
Stecker, Jr., Easton, and D. W. Myers, 
Shamokin. 


Goes Far West 











C. HARVEY STULL 


General Agent C. Harvey Stull of the 
New England Mutual at Providence, 
R. L, is to trek across the country to 
San Francisco to head the company’s 
agency there. His father was an agent 
for the New England Mutual and that 
drew the son to the company in Con- 
necticut. He was appointed to his pres- 
ent position in 1935. 

Mr. Stull disclaims both the age and 
the honor accompanying one who 
founded the Rhode Island Life Under- 
writers Association as stated in THE 
NATIONAL UNDERWRITER last week. He 
would like to accept the description but 
says the Rhode Island organization was 
a going concern long before he arrived 





in Providence from Connecticut. 


SALES MEETS 


Aetna Life Convention 
Qualifiers Number 301 


So far 301 Aetna Life salesmen, next 
to the largest number ever to earn mem- 
bership in the “Corps of Regionnaires,” 
have qualified for the 1939 regional con- 
ventions. Qualifications for the conven- 
tions are based on strict production re- 
quirements. 

“Regionnaires” in the western half of 
the United States will meet at the Broad- 
moor Hotel in Colorado Springs, Sept. 
5-8. The eastern “Regionnaires” will 
gather at the New Ocean House, 
Swampscott, Mass., Sept. 17-20. 

The Gordon H. Campbell agency at 
Little Rock qualified the greatest num- 
ber of “Regionnaires” with a delegation 
of 22. A total of 18 was reported by the 
R. S. Edwards Chicago agency, 14 by P. 
D. Sleeper, Washington, D. C., and 14 
by K. A. Luther, New York City. 


Northern Life Combines 
Agents Parley and Fair Trip 


SAN FRANCISCO—About 100 are 
attending the annual Tower Club con- 
vention of Northern Life of Seattle here 
this week. 

Following registration Monday, busi- 
ness sessions were held Tuesday, and 
on Wednesday the entire group was 
taken on a supervised tour of the San 
Francisco Fair. Business sessions were 
held on Thursday. Principal speakers 
were President D. B. Morgan and Dr. 
Paul Cadman, professor of economics 
at the University of California. 

There was a sight-seeing trip in and 
around San Francisco Tuesday after- 
noon and a banquet and dance Thursday 
evening. 

S. H. Scott and F. D. Addis, man- 
agers of Northern Life offices in San 
Francisco and Oakland respectively, 
served as the host agencies. 


Guardian Meeting Sept. 25-26 


The Guardian Life will hold a re- 
gional sales meeting Sept. 25-26 at the 
Statler Hotel, St. Louis. Although the 
National Association of Life Underwrit- 
ers will hold its golden jubilee conven- 
tion there that week, the arrangements 
for the Guardian Life’s meeting will 
not interfere with attendance at the na- 
tional convention, as its general sessions 
commence Wednesday, Sept. 27. 


Conduct Minnesota School 


H. D. Taylor, supervisor of agencies 
of the Ohio State Life, has been con- 
ducting an agency school in Minneapolis 
for Minnesota agents. C. A. Kneeland, 
state manager, was in charge. 


Woodward Seaboard Speaker 


Walter C. Woodward, life insurance 
commissioner and chairman of the Texas 
insurance board, will speak at the an- 
nual agency convention of the Seaboard 
Life at Camp Waldemar near Kerrville, 
Tex., in September. 











Republic National Convention 


The Republic National Life of Dallas 
will hold its annual agency convention 
Aug. 28-30 in its home office city. 


Fidelity Downs Penn in Air Battle 


Listeners on KYW, _ Philadelphia’s 
station, were treated to an orthographical 
battle of wits between Penn Mutual and 
Fidelity Mutual. Taking the form of the 
old-fashioned spelling bee, the competi- 
tion between teams from these compa- 
nies ran nip and tuck almost to the last 
gong, with Fidelity Mutual out in front 
by a single point. Nearly 300 rooters 
from the two companies filled the station 
auditorium, The winning Fidelity team 
consisted of Anton Schuessler, actuarial 
department; Ruth J. Moore, publicity, 
and Elizabeth English, new business de- 





partment. 
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Best Is Speaker 


in Los Angeles 


LOS ANGELES—A. M. Best, head 
of the Alfred M. Best Co., New York, 
who spoke before the Bar Association 
insurance section in San Francisco, was 
honor guest at a dinner sponsored by 
the Hollywood Association of Insurance 
Agents, with 150 present, comprising 
members of the host association, Glen- 
dale, Burbank, Whittier and Santa Mon- 
ica associations, Insurance Exchange of 
Los Angeles, Life Managers Associa- 
tion and Life Underwriters Association 
of Los Angeles, talking on the eco- 
nomic situation and calling attention to 
governmental activities that seemed to 
be adverse to insurance. 

Touching on the adverse effect of 
artificially depressed interest rates on 
all insurance companies, and particu- 
larly on life insurance, Mr. Best esti- 
mated that on the basis of 1938 
experience as contrasted with 1928, 
policyholders of 20 of the largest life 
insurance companies are losing more 
than $10,000,000 a month. In 1928 these 
companies earned $220,000,000 more in- 
terest than was required to maintain 
their reserves, as against $93,000,000 last 
year. 


Assets Increase Tremendously 


Furthermore he pointed out that this 
shrinkage has taken place despite the 
fact that the assets of the companies 
have increased tremendously during 
that period, due to the fact that a large 
part of every premium paid must be and 
is added to policy reserves, to enable 
the companies to meet their obligations 
at maturity. 

Decrying the rising burden of taxa- 
tion on industry generally, he said that 
with respect! to insurance companies it 
might be noted that the entire cost of 
state supervision of insurance consumes 
only about 5 percent of the taxes paid 
by the companies to the states alone, 
and federal taxes are pyramided on the 
local taxes. 

He contended that the huge number 
of parcels of real estate the HOLC has 
on its hands and is trying to market is 
detrimental to insurance companies dis- 
posing of the realty which they have 
been compelled to take over, at a price 
favorable to the companies and their 
policyholders. 

In his opinion the anti-monopoly 
committee investigation of the life in- 
surance industry proved a “flop” and 
he anticipated a similar result for the 
fire insurance investigation. Serious as 
some problems are, he said he does not 
believe that insurance in the light of its 
past record, faces any danger that it 
cannot meet. 





Severs Denver President 


DENVER—A. T. Severs, Travelers, 
was elected president of the Denver As- 
sociation of Life Underwriters at the 
annual meeting. Other officers are: Vic- 
tor Nelson, Prudential; A. K. Under- 
wood, Lincoln National, and E. L. Met- 
calfe, National of Vermont, vice-presi- 
dents; W. S. Cooley, Pacific Mutual, 
secretary-treasurer. New directors in- 
clude: J. M. Hayes, Prudential; George 
Quigley, Provident Mutual; W. A. 
Scroggs, Bankers Life; B. T. Cantrell, 
Capitol Life; Guy Hobson, Connecticut 
Mutual, and Dewey M. Smith. The 
state committeeman is James Godard, 
Franklin Life. 





Minnesota State—Chairman of stand- 
ing committees were announced this 
week by President H. W. Moore of St. 
Paul. They are: Convention and sales 
congress, Oswin Reeves, St. Paul; exten- 
sion and membership, O. M. Johnson, 
Mankato; finance, Leon La Bounta, 
Minneapolis; legislation, G. A. Specht, 
Minneapolis; publicity and education, E. 
J. Sherman, Minneapolis. ~ 





Florida Course Is 
Staged in Tampa 


TAMPA FLA.—The general theme 
of the 1939 short course in life insur- 
ance, sponsored at the Tampa Terrace 
Hotel here this week by the Florida 
Life Underwriters Association and the 
extension department of the University 
of Florida is “The Distribution of Life 
Insurance Proceeds.” President E. M. 
Willis, of Lakeland, is in general 
charge. 

After convening early Thursday after- 
noon a school of instruction for newly 
elected association officers was con- 
ducted by LeRoy Johnson, Jacksonville, 
past president. He discussed the aims 
and objectives of an underwriters asso- 
ciation. Past President H. H. Huckel of 
the Orlando association spoke on “Mem- 
bership;” Miss Verena LeSaint, past 
president Palm Beach county unit, on 
“Programs;” Vice-president William 
Rodgers, Tampa association, on “Con- 
duct of Meetings” and O. W. King, sec- 


retary Tampa association, on “Finances | 


and a Budget.” 

W. J. Matherly, dean of the business 
administration college of the university, 
will speak at Friday’s session on “The 
Social Aspects of Income Settlements;” 
R. B. Eutsler, insurance professor, on 
“Disbursements to Living Policyhold- 
ers;’ J. Burton Webster, Jacksonville 
general agent Penn Mutual, on “Settle- 
ment Options,” and Ray C. Brown, at- 
torney, Tampa, on “Legal Pitfalls to Be 
Avoided.” E, M. Willis, the new presi- 
dent, will announce his 1939-40 commit- 
tees. 





Green Is Texas Secretary 


Campbell Green, manager of the Dal- 
las branch office of the Southwestern 
Life, has been named secretary of the 
Texas Association of Life Underwriters 
by President R. M. White, Dallas manager 
of the Jefferson Standard. Mr. Green 
has been in life insurance for a number 
of years. He joined the Southwestern in 
1933 and for the past four years has 
been Dallas manager. 





Richmond, Wa.—The association has 
incorporated. Linwood Butterworth of 
Davis & Butterworth, general agents 
New England Mutual, is president. 

Connecticut State—H. V. Krick, Penn 
Mutual Life, New Haven, has _ been 
elected president; E. B. Roberts, Bridge- 
port, W. W. Hartschorn, Hartford, and 
J. Brodie, Waterbury, vice-presidents, 
and A. F. Stolz, secretary. 

Spokane, Wash.—Richard Berlin, Equi- 
table Society, is the new president. 
Louis Bostwick, Mutual Life, is vice- 
president, and W. B. Stanley, Equitable 
Society, secretary. 

Wichita Falls, Tex.—Butler Wester- 
field has been elected president, succeed- 
ing E. C. Hall. Other new officers are: 
Vice-president, W. H. Burge; secretary, 
J. L. Sowell. W. R. Duke was named 
state committeeman and D. B. Daugh- 
erty, national committeeman. 

Kankakee, Ill—At the meeting Sept. 
8, Earl M. Schwemm, Chicago manager 
Great-West Life, will speak on “What’s 
in a Policy.” 

Burlington, Vt.—Vice-president Harri- 
son L. Amber of the Berkshire Life 
discouraged organized sales talks and 
emphasized that rising costs of govern- 
ment make more efficient sales methods 
necessary. 

Northwest Texas—Officers elected at 
the annual meeting in Amarillo are: 
W. G. Clayton, Aetna Life, president; 
F. B. Martin, Business Men’s Assurance, 
vice-president; Nick Browning, Ameri- 
can National, secretary-treasurer. J. W. 
Timmons, Guarantee Mutual Life, was 
named state and national committeeman. 

Members of the executive committee 
are: Clyde Rehmeyer, Equitable So- 
ciety; C. B. Rittenberry, Lincoln National 
Life; J. J. Halley, Southwestern Life; 
J. E. Speer, Equitable Society, and H.B. 
Gooch, Southland Life. 

Salt Lake City—The membership com- 
mittee and directors held a luncheon 
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Formerly known as Wagg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 














Norris, Beggs & Simpson 


Coastwide Service 


PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 


243 Kearney Street 


SAN FRANCISCO 
PORTLAND, SAN FRANCISCO, SEATTLE 














COLORADO 


WILLIAM H. GOLD CO. 
Security Building, 
Miami, Florida 
& 

MORTGAGE LOANS 


REALTOR 
PROPERTY MANAGEMENT 

















Specializing in Loans, Sales Exchanges, Rentals 
Hollywood, Wilshire and Beverly Hills Properties 
Day and Night 
Property Management Service 





1019 So. La Brea Avenue, Los Angeles, Cal. 


Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 
1730 Calif., Denver, Colo. 























Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 


CONNECTICUT 


RUPERT L. RACKLEY 
Realtors 
ALFRED I. puPONT BUILDING 
PHONE 2-4541 
Miami, Florida 
APPRAISALS 
MORTGAGE LOANS 
PROPERTY MANAGEMENT 
Reference Florida National Bank 
& Trust 














BRIDGEPORT 
THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 


Property Management 
General Brokerage 
Appraisals 
Loans 


McNUTT-HEASLEY 
REALTORS 
ORLANDO, FLORIDA 


GEORGIA 











ADAIR REALTY AND 
LOAN COMPANY 
LOANS 


Real Estate 
Insurance 


Renting 
Chain Store Leasing 


Healey Bldg. Atlanta, Ga. 














Established 1881 
Sales 


Leases 


Insurance 


PROPERTY MANAGEMENT 


SHARP-BOYLSTON COMPANY 
39.41 Forsyth “ =. Atlanta, Ga. 











ALF, 
RENTING 
BUYING-SELLING 


NG: & SON! 


—_ 


37 BULL STREET SAVANNAH,GEORGIA 


PROPERTY MANAGEMENT 

















IVAN A. THORSON 


Organization 


Real Estate Appraisers 
and Tax Counsellors 


A Nation-wide Service 


12th Floor Corporation Building 
Los Angeles, California 














HARTFORD 
JOHN A, GAULKINS 


Certified Property Management 
M.A.I. APPRAISALS 
327 Trumbull St. 











L. L. McMASTERS 


PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 


Represent Jefferson Standard Life 
Insurance Company 


First Federal Bldg. 
St. Petersburg, Florida 











ILLINOIS 











Ralph W. Applegate and Co. 


SALES AND ror 


ROPERTY MANAGEME 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURA 


MEMBER 


Chicago Real Estate Board 
National Ass’n. of Real Estate Boards 
Chicago Board of Underwriters 


Continental Illinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 











F. D. COURNEEN 
M. A. I. 
PROPERTY MANAGEMENT 


All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisals— Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 
Oakland, Calif. 








WATERBURY 


Hutchinson & Hutchinson 
Property Management 
Appraisals and Sales 


Member of 
Institute Management 


American — of Real Estate 


Appraisals 
195 No. Main St. 














Tampa’s Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 





SWAN-LORISH 


[a9 ee incorporated 





Expert Property Management 
Sales—Loans—A ppraisals 
Property Surveys 


Chicago 





























5 
i 
% 


. Seeauaaner™ 


ERENT oer 



















July 21, 1939 





LIFE INSURANCE EDITION 





17 











INDIANA 


MISSOURI 


NEW YORK (Cont.) 





Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 





LOUISIANA 





M. A. I. Appraisals 





REALTOR 


Brokerage - Management 
Riceu-Brewster Building 
Shreveport, Louisiana 








Real Estate 
LEO FELLMAN & CO. 


Established 1903 


Property Management 
Mortgage Loans 


829 Union St., New Orleans 


A Complete Real Estate Service 


HERBERT V. JONES 
AND COMPANY 


PROPERTY MANAGEMENT 
APPRAISALS 
INSURANCE 
LEASES 
LOANS 
300 BRYANT BLDG., KANSAS CITY, MO. 








Bank Just Past Its 80th Anniversary 
Real Estate Dept. in Its 40th Year 


Complete Real Estate Service 
Seles 





o4 
Industrial Properties 
Property Management 
Real Estate Dept. 
MERCANTILE COMMERCE 
BANK & TRUST CO. 
8th & Locust St. 


ST. LOUIS, MO. 





NEBRASKA 





L. F. FARRELL 


APPRAISER 


Property Management 
Insurance Loans 


524 Sharp Bldg. Lincoln, Neb. 








J, WALLAGE PALETOU, INC. 
REALTORS 


Property Management 








NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 








Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 














press 
— REAL ESTATE 
822 Perdido Now Oilieus Management Appraisals 
MI SOTA Momber—Institute of Management 
THORPE BROS., Inc. NEWARK, N. J. 
REALTORS PROPERTY MANAGEMENT 
Member—Institute Management Appraisals — Sales 


HARRY J. STEVENS 
478 Central Ave., Newark, N. J. 


Member 
American Institute of Real Estate Managers 
American Institute ef Real Estate Appratsers 

















RONEY 


REALTY COMPANY 
REALTORS 


Herald Building, 332 So. Warren Street 
SYRACUSE, N. Y. 


Management Appraisals 
Sales Rentals 











OKLAHOMA 





PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 
APPRAISALS 


EALTY MORTGAGE’ 
SALES COMPANY 


Perrine Building, Oklahoma City 











DARNELL-ZUENDT CO. 
Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 
Beacon Bldg., Tulsa, Okla. 











OREGON 





Norris, Beggs & Simpson 


Coastwide Service 


Property Management 
Sales—Leases 
Appraisals 
2nd Floor Wilcox Bldg. 


PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 





PENNSYLVANIA 





PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMEN?F 


MORTGAGES 
APPRAISALS 
Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Pa. 


645 Market St., Camden, N. J. 


. W, MARKEIM, Member — AMERICAN 
J. WuStrOTe OF REAL ESTATE 


INSTITUTE OF PROPERTY 
MANAGEMENT 




















TEXAS 
“48 Years in Dallas” 
J.W. LINDSLEY & CO. 
REALTORS 


We specialize in Property Man- 
agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. ‘DALLAS 











McDONALD & COMPANY 


601 Dan Waggoner Bldg. 
Fort Worth, Texas 
* 


Property Management — Sales — Loans 
Appraisals—Competent Real Estate 











Service 
UTAH 
PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 


FIRST SECURITY TRUST CO. 


(Property Management Dept.) 
Salt Lake City, Utah 











WASHINGTON 
Norris, Beggs & Simpson 


Coastwide Service 


PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
REPUBLIC BLDG. 


SEATTLE, WASH. 
PORTLAND, SAN FRANCISCO, SEATTLE 


WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 

















F. S. Barrett & Co. 


Realtors 


Established 1894 
PROPERTY MANAGEMENT 
SALES—LOANS 
Ziegler Bldg. 
Spokane, Wash. | 




















PROPERTY MANAGEMENT 
AND SALES 


Bridges Bldg.—Jackson, Miss. 








WILLIAM H. GORSLINE 
119 Main Street East 


Member—Institute Management 


NEW YORK —— 
DUNN & STRINGER i. COMMONWEALTH 
INCORPORATED 
Bias ie Leasing Sales § Appraisals REAL ESTATE co. 
mpire Bank Building 
St. Paul, Minnesota Modern 
McNeil S. Stringer, Pres. Batali henna 
Moreen Loans REAL ESTATE “ 
Property Management 225 Fifth Ave., New York, N. Y. | | 322 Fearth Ave. Pittsbargh, Pa. 
AShland 4-4200 
MISSISSIPPI uke TENNESSEE 
rn In Our Experience of More Than 25 Years Will 
Mississippi’s Largest Realtor Help Solve Your Problems 
Rea oe YORK naeauidibddinnh amie 
W. P. BRIDGES eeenccial~~eeacaaed F. L. Gates Company 


REALTORS—INSURORS— 
MORTGAGE LOANS 
729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOGA, TENN. 





YOU CAN INCREASE YOUR INCOME 
in 1938 by stressing liability coverages. 
Profit making suggestions are published 
every month in The Casualty Insuror. 
$1.50 a year. 175 West Jackson Blvd., 


Chicago. 
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meeting to devise ways and means of 
increasing the membership from 111 to 
150 by Sept. 5. A committee was ap- 
pointed to round up delinquent mem- 
bers. 





N. Y. Federation Dates Are Set 


The annual meeting of the Insurance 
Federation of New York will be held at 
the Hotel Arlington, Binghamton, Oct. 
13-14. The decision was made by the 
executive committee, 





W. H. Lackey of the Massachusetts 
Mutual in Oklahoma City was reelected 
president of the seaeane us County Juve- 
nile Council. 





INDUSTRIAL 





Endowment Sales Not Permitted 


The refusal of the Pennsylvania de- 
partment to permit Industrial Life to 
sell endowment policies in the amount 
of $250 has been upheld by the Pennsyl- 
vania supreme court, middle district. In- 
dustrial Life was incorporated under the 
act of 1903 which provides for the in- 
corporation of limited life companies. 
In 1929 the law was amended providing 
that companies organized under the 
1903 act with a paid up capital of not 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page 
have been selected after careful investigation. 
recommendation and endorsement of The National Underwriter. 


They have the 




















CALIFORNIA 


ILLINOIS 





Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 


Incorporated October 28, 1805 


Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California 








CHICAGO TITLE 
AND 


TRUST COMPANY 
America’s Leading Title Company 





69 W. Washington Street 
Chicago 














MISSOURI 





Specify 
TITLE PROTECTION 
From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus ever $16,000,000.00) 
TITLE INSURANCE 
and TRUST COMPANY 


433 South Spring Street, Les Angeles 
Other Offices: Santa Barbara, San Lars Obispo, 
Ventura, San ‘Diego, Visalia, B Bakersfield, Riverside. 








Title Insurance Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 
Qualified with Insurance Depart- 
ments of Missouri and 
Eastern States. 
Only complete tract index in St. Louis 
City and County. 











San Diego’s oldest and largest 
title insurance company 


Union Title Insurance 
onl Company 


it 
SECOND AVENUE #4), 1/11;8 JAMES D. FORWARD 
AT BROADWAY @iVere pk est oenT 
strength 


Complete title, escrow and 
trust services. 






SAN DIEGO CALIFORNIA 





CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 


Complete Title Service 


San Francisco, Cal. 











COLORADO 
THE TITLE GUARANTY COMPANY 


Established 1911 
M. Elliett Houston, Pres. — J. Tate Duncan, Secy. 





Title Insurance Loans 
Real Estate Abstracts 


15TH & COURT PLACE 
Telephone Keystone 1251 


DENVER, COLORADO 








OREGON 


less than $300,000 and paid in surplus 
at least equal to 50 percent of that 
amount might have broader powers, 
such as to issue endowment contracts. 

Industrial Life contended that an act 
of 1937 governing the writing of indus- 
trial endowment insurance gave Indus- 
trial Life power to write such contracts. 
The court held, however, that the 1937 
act did not extend the power of insur- 
ance companies in regard to the issu- 
ance of endowment policies, but merely 
prescribed the terms and conditions on 
which such policies might be issued by 
companies that were authorized to write 
them under existing laws. 


Opens Fort Worth Branch 


The newly-organized Western States 
Life of Dallas has opened a branch office 
in Fort Worth. W. D. Crow has been 
made manager of the industrial office in 
the Century building, Fort Worth. The 
first industrial office is in Dallas. 


National L. & A. Annual Picnic 


NASHVILE—About 750 home office 
employes of the National Life & Acci- 
dent enjoyed an annual picnic at Dun- 
bar Cave, near Clarksville. 








Holmberg Indianapolis Manager 

Harry E. Holmberg, formerly assist- 
ant manager in Cleveland, has been pro- 
moted to Indianapolis manager of the 
Washington National. He joined the 
company in 1933. 


Sells Industrial Business 


The Texas State Life of Dallas has 
sold its industrial business amounting to 
about $3,000,000 to the Texas Prudential 
of Galveston on a collection basis. The 
final transfer is to be perfected Jan. 8. 








Poindexter Indiana President 


V. U. Poindexter, assistant manager 
Life of Virginia, Evansville, Ind., has 
been chosen president of its Indiana 
Boosters Club on the basis of production 
record, The club met in Evansville with 
34 managers and assistant managers in 
attendance. 











Over $700,000 Capital & Surplus 
TITLE INSURANCE 


COMPLETE RECORDS 
Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 
Portland, Ore. 











UTAH 





INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 
nia. Policies accepted by Supt. of 
Insurance of the State of New York. 
Home Office: 
809 First National Bank Building 
Salt Lake City, Utah 








WASHINGTON 


WASHINGTON TITLE 
INSURANCE CO. 
Capital $1,350,000.00 

803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 

















NEW YORK 


TELLS ABOUT N. Y. REVISIONS 


One of the papers read at the insur- 
ance section meeting of the American 
Bar Association at San Francisco dealt 
with the amended New York insurance 
code pointing out the revisions. It came 
from Attorney A. G. Thacher of 72 
Wall street, New York, who has had 
published in pamphlet form his treatise. 
Mr. Thacher is a well known marine 
insurance attorney. In his paper he 
gave a historical introduction, then 
dealt with insurance regulation in Eng- 
land and the United States, specializing 
on New York running from 1849‘ to 
1939. He takes up the 1939 revision, 
discussing the administrative and pro- 
cedural provision, organization includ- 
ing underwriting powers, assets, invest- 
ments and deposits, agents, brokers and 
adjusters, insurance contracts, rates and 
rating organizations, taxes and iees, 
life, accident and health companies, non- 
profit medical corporations, savings 
bank life insurance, rehabilitation and 
liquidation. It is a valuable reference 
work to have on hand in view of the 
changes made in the New York insur- 
ance law. 





MORROW HEADS PAST PRESIDENTS 


H. E. Morrow, Penn Mutual, has been 
elected president of the board of past 
presidents of the New York City Life 
Underwriters Association. George James, 
Mutual Benefit Life, has been elected 
chairman of the agency committee. The 
New York Association will hold the first 
meeting of its new board July 25. 





Prospect with accident and health. 
Read The Accident & Health Review. $2 
a year. 
cago. 


175 West Jackson Blvd., Chi- 





CHICAGO 


JULY AND AUGUST WORK 


A Chicago manager in making some 
observations on life insurance salesmen’s 
work during July and August with ref- 
erence to city soliciting said that he 
was rather unorthodox in the procedure 
he is following in his office. He takes 
the ground that it is undesirable for 
salesmen to put on extra steam during 
these two months. They should take 
their vacation some time during the 
eight weeks. They should have every- 
thing in readiness to start after Labor 
Day on the fall campaign. During the 
two months he tells his men to clean up 
all unfinished business they can. They 
should make appointments where that 
can be done with ease. He states that 
he has found to his satisfaction that the 
attempt to drive men during these two 
months and urge them to see far more 
prospects in order to get the same re- 
sults that they would during normal 
times tends to sap their energy and by 
the time September arrives they are in 
a state of fatigue and have gone stale. 
He tells his men that if they produce 
50 percent of the business they ordi- 
narily do during July and August, he is 
satisfied. The main injunction he lays 
on them is to get ready for full steam 
ahead right after Labor Day. A com- 
plete program for the rest of the year 
should be prepared. 








LUSTGARTEN BREAKS ALL RECORDS 


The Sam Lustgarten agency of the 
Equitable Society: in Chicago broke all 
previous records in paid production the 
first six months of the year by writing 
$13,000,000 paid business, an increase of 
$7,000,000 over last year. The Lust- 
garten agency led the company with the 
exception of the Woods agency in 
Pittsburgh which operates over a wide 
territory. John Morrell led the agency 
with Louis Behr and Harry Steiner 
second and third. 

Six months paid production for the 
various Chicago agencies of the Equi- 
table follows: 


6 Mos. 6 Mos 

1939 1938 
Lustearten  .i4..-<< $13,491,552 $6,278,686 
WORT ES cc cscs, 7,844,092 5,581,458 
PRAT DOR. asiscnckiviouscecace 1,355,582 885,659 
rn 1,537,467 | 1,280,592 
PEODDS  <oe-06 5% sie es 3,489,832 2,318,612 
RRR 5625: Veg) sie 1,198,301 1,101,734 
oD 2a 2,262,855 1,868,495 
| Bee ee 5,394,379 3,617,365 
SOLOPEIS | deo: 5: cathe dap were 1,639,514 1, 269, 883 


The Chicago agencies qualified 102 


‘agents for the 80th annual convention in 


New York next week, the Lustgarten 
agency leading with 23, Woody with 19 
being second. 





CAPERTON AGENTS LEAD COMPANY 


Raymond W. Frank of the Caperton 
general agency of the State Mutual Life 
in Chicago, led the company in life in- 
surance only in June with Leslie R. 
Schauffler of the agency second. This 
is the second time Mr. Frank has led 
the company in monthly! production in 
1939, having also been first in February. 
Mr. Schauffler led the country in new 
life insurance for the first six months 
with Mr. Frank fourth. Mr. Frank 
headed the President’s Club, which in- 
cludes life, converted term ‘and annui- 
ties, for the first six months, with Mr. 
Schauffler fourth. 





PAUL COOK’S ANNIVERSARY 


Paul W. Cook, general agent of the 
Mutual Benefit Life in Chicago, cele- 
brated the second anniversary of his 
agency and his own personal birthday 
anniversary Wednesday evening at the 
Shawnee Club in Wilmette, Ill., where 
he invited the members of his ‘agency, 
and their wives, for swimming, soft ball 
games, tennis, and other sports until a 
buffet dinner was served at 8 o'clock. 

The Cook agency is 20 percent ahead 
in paid for business over a year ago and 
20 percent ahead for the first six 
months of this year over the similar pe- 
riod of last year. The Cook organiza- 
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tion is now traveling along at the rate 
of $4,800,000 a year. Two years ago 
the agency started with nine full time 
people and now there are 24 full time 
agents. The newest member is J. F. 
Skrinar of Joliet, Ill., who holds one of 
the greatest records for number of ap- 
plications submitted in a single month. 
He served as president of the Joliet Life 
Underwriters Association a couple of 
years ago. He is known in his home 
city as “The Man With the Million Dol- 
lar Smile.” Mr. Cook is opposed to the 
mass production idea and continues to 
build a group of salesmen who hold 
regular group consultations on life in- 
surance development including pro- 
gramming, estate analysis and taxation. 
While he has been busy building an or- 
ganization he has remained production 
minded and has qualified for the Mil- 
lion Dollar Round Table of the Na- 
tional Association of Life Underwrit- 
ers, of which he is a life member. 

Assistant Superintendent of Agencies 
G. F. Ream from the home office was 
a guest at the Cook party. 


REDFIELD HAS “SHOWER DRIVE” 


The Redfield Associates agency at 
Chicago of the Mutual Benefit Health 
& Accident and United Benefit Life, 
conducted a “shower drive” the first 15 
days of July, with the object of sur- 
passing the production for the same pe- 
riod in June. Raincoats were presented 
to all producers who made the quotas 
set for them on the basis of previous 
production. In spite of the Fourth of 
July holidays, the production for the 
period was far ahead of that for the first 
half of June. 





GAIN FOR MARQUIS & ELLSWORTH 


The Marquis & Ellsworth agency of 
the Provident Mutual Life in Chicago 
is ahead 80 percent for the first six 
months. 





HONOR SACKS ON 20TH 


K. M. Sacks, Equitable Society man- 
ager in Chicago, was honored at a 
luncheon celebrating his 20 years of 
service, 19 of which he has been man- 
ager. Walter L. Gottschall, director of 
agencies, and Dr. A. L. Sherrill were 
guests. Walter Samelow was. toast- 
master and A. B. Cromer, assistant 
agency manager, read congratulatory 
telegrams. The agency force presented 
Mr. Sacks with a traveling case. The 
gathering was held a few days before 
Mr. Sacks’ actual anniversary because a 
number of men are leaving on vacation 
and attending the 80th annual meeting 
of the Equitable in New York next 
week. The Sacks agency is ahead 8.77 
percent in paid volume for the first six 
months and 35.72 percent in premiums. 


JOHN BIOLO A CANDIDATE 


John Biolo, who is connected with 
the Chicago agency of the Northwestern 
Mutual Life, is one of the college men 
being voted for to participate in the all- 
star football game under the auspices of 
the Chicago “Tiibune” to be held at 
Soldiers Field in Chicago, Aug. 30. He 
is a graduate of Lake Forest College 
and played guard on its football team. 
He made the “Little All-American 
Team” selected from the smaller col- 
leges. He plays guard on the profes- 
sional team, the “Green Bay Packers.” 
He hails from Iron Mountain, Mich. 





STRIVE FOR BIGGEST MONTH 


The Brennan agency of Fidelity Mu- 
tual Life in Chicago is celebrating its 
fourth anniversary month in July. The 
agency is making a drive to produce the 
largest written volume of any month in 
the four years. The agency has been 
divided into two teams. 





NOVEL SALES RECORD SYSTEM 


The Fuller ordinary agency of the 
Prudential in Chicago has a clever sales 
record board devised by George L. 
Schomburg, assistant manager. A series 
of vertical tubes are mounted on a 
board and the tubes are filled with sand 
to indicate the amount of production 





similar to a graph. Numbers are used 
instead of names with the following 
captions “You know your own number. 
It takes sand to make your quota. How 
much sand have you?” 





OCCIDENTAL NAMES BOURKE 


John W. Bourke has been appointed 
general agent of the Occidental Life 
of Los Angeles, in Chicago, with offices 
at 166 West Jackson boulevard. He has 
been in the insurance business 10 years 
and formerly was with the Prudential 
and the Lincoln National Life. 





VAN GOLDMAN AGENCY FROLICS 


The A. Van Goldman Prudential or- 
dinary agency, Chicago, held a very 
successful golf outing at Crystal Lake, 
This was the first year that wives were 
invited. Baseball, swimming, golf were 
among the sports. Both lunch and din- 
ner were provided. Low net for the 
golf tournament was a tie between R. A. 
Cameron, assistant manager; Albert 
Roth and E. F. Eckert. Ted Ruwitch 
won low gross and M. J. Oates won 
blind bogey. 





INHERITANCE TAX DEPARTMENT 


A new department specializing in 
estate inheritance taxes and insurance 
estates has been established by Charles 
J. Zimmerman, general agent Connecti- 
cut Mutual Life, in Chicago. Heading 
the new department will be Samuel S. 
Malkus and Robert C. Cook, both of 
whom have been practicing attorneys in 
Chicago for several years, specializing 
in inheritance tax matters. 





MANAGERS’ SCHOOL IS ON 


The Life Insurance Sales Research 
Bureau is holding a school for agency 
managers and assistants at the Edge- 
water Beach Hotel in Chicago, there 
being 60 present. It will continue 
through next week with a banquet Fri- 
day evening. B. N. Woodson of the 
bureau is director. Others from the 
bureau are L. W. S. Chapman, L. S. 
Morrison, Ward Phelps, R. N. Ford, 
N. C. Hawley. 


MAINTAINING THE MORALE 


A manager who is a deep student of 
human nature states that one of the 
great problems confronting him these 
days is to maintain the morale of his 
salesmen. These are uncertain times. 
When life seems to have quieted to 
some extent there comes another war 
scare, President Roosevelt advocates 
some new line or Congress passes some 
measure that is unpopular with business. 
This keeps the insurance buyers in a 
state of jitters. Therefore, this man- 
ager says that he is endeavoring to use 
every possible means to instill confi- 
dence and give men greater assurance in 
their work. It is a very difficult task. 
As he remarked, “It would be a glorious 
thing if this old world could have a 
rest and quiet down for five years.” 








Governor's Appointee Sues 
for Colo. Commissioner Job 


PUEBLO, COLO. — Summers E. 
West of Greene & West, local agents 
here, has filed suit to try to establish 
his right to the position of insurance 
commissioner. The action follows a 
long-drawn dispute between the gov- 
ernor and the attorney-general as to who 
has the right of appointing the commis- 
sioner. Luke J. Kavanaugh, present 
commissioner, is the attorney-general’s 
appointee. Mr. West was appointed by 
the governor. 


Ohio National Fishermen Return 


Twenty-two members of the Ohio Na- 
tional $250,000 club returned from a 
fishing trip to Sioux Lookout, Ontario. 
Representing the home office were J. H. 
Evans, vice-president; Grant Westgate, 
assistant superintendent of agencies, and 
A. W. Theiss, manager of sales promo- 
tion. Mr. Evans captured piscatorial 
honors by catching a 25 pound muska- 
longe. 


LIFE SALES RECORDS 





Provident Life & Accident—Substan- 
tial gains for all departments were re- 
corded for the first half of 1939. Re- 
serves and excess surplus funds reached 
the largest total in company history 
while assets gained $632,000, bringing 
the total to $11,810,532. Life insurance 
in force gained $5,875,000, bringing the 
total in force to $124,804,000, an all-time 
high. 

Connecticut Mutual—Six months’ fig- 
ures show a 12.9 percent increase in new 
paid for insurance sales. Total paid 
sales amount to $49,755,780, which is 
$5,700,988 greater than the correspond- 
ing figure last year. Paid for production 
in June held up remarkably well in spite 
of the fact that the greater proportion 
of the producers were away part of the 
month at the convention. The June paid 
for was $6,355,837, only 4.3 percent un- 
der June of last year. 

The favorable showing in new paid for 
business which is being made by agen- 
cies is nation-wide with 51 of the 71 
agencies showing a plus for the first six 
months. Insurance in force has in- 
creased $18,040,079 since the first of the 
year. This is 28.8 percent greater than 
for the first six months last year. Gain 
in insurance in force during June was 
$1,516,495. Insurance in force is now 
at the highest point of its history, stand- 
ing at $1,031,130,038. 

Central States Life—June was the 
11th consecutive month showing an in- 
crease in new business. The agency 
force is now well along towards fulfill- 
ment of the quota for 1939 production. 
The ratio for the first half of the year 
was well beyond the quota. 

Pacific Mutual Life—Shows a gain of 
15 percent for the first six months. This 
steady gain shows the soundness of the 
actuarial calculations on which the re- 





habilitation and reinsurance agreement 
was based. Incidentally the 15 percent 
gain is in line with the projected figures 
presented in court. 

Postal Union Life—Gain in paid busi- 
ness for the half year is 180 percent. 

Great-West Life—Closed first half of 
1939 with the best record for many 
years. Five of the six months showed 
gains over the corresponding months of 
1938, May being the only month to show 
a slight decrease as compared with last 
year. Business in force increased from 
$607,500,000 Jan. 1 to $613,700,000. A 
special sales campaign resulted in more 
than $5,000,000 of new business the first 
three days of July. July 3 over 750 appli- 
cations were received at the home office, 
a new company record. 


California-Western States Life — An 
increase is reported of 30 percent in the 
business the first six months of 1939 
over the same period last year. Premium 
income was up 8 percent; insurance in 
force gained $2,459,160. 





Insurance Section Officers 


John W. Cronin, vice-president and 
general counsel of the Liberty Mutual, 
Boston, has been elected chairman of 
the insurance section of the American 
Bar Association. H. C. Spencer of 
Rochester, N. Y., who served as sécre- 
tary last year, was elected vice-president 
and C. F. Robinson of Portland, Me., 
secretary. J. F. andy, Springfield, 
Mass., and J. H. Schisler, Baltimore, 
were elected to the council. 

The committee to pass on insurance 
law lists consists. of Judge Frank E. 
Atwood, Jefferson City, Mo.; Stanley 
B. Houck, Minneapolis; Earl W. Evans, 
Wichita, Kans.; F. B. H. Spellman,, 
Alva, Okla. 
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THE CITY OF NEW YORK 


April, 1861 


Railway at last linked New York , 
City with the Great Lakes—over:a 
year after the founding of. The 
United States Life. 


Streamlined trains have replaced 
the wood-burners of the ’50’s. A 
bit streamlined itself is The 
United States Life of 1939, with |! 
international service facilities 
unequalled by any other Ameri- 
can company. One thing remains 
unchanged—its 89-year-old 
tradition of safety and service. 


Write for booklet "New Horizons” 


New York, N. Y. 














SIMPLIFIED SELLING 


Organized Sales Talk Briefs and Illustrations for each 
age and amount, and a Sales Kit that analyzes policies 
from the policyholder's viewpoint are but a few of our 
new and effective Sales Helps, 


Join a Growing Company. 


During 1938 Republic 


National increased business in force 100%, Assets 150°, 
and Surplus by 450%. 
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M. Allen Anderson, Agency Vice-President 
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AGENCY MANAGEMENT 





General Agent Appointments 
Given Much Consideration 


Life companies realize that many 
mistakes have been made in the past 
in the appointment of general agents. 
They have not taken the trouble to fit 
the general agent to the job, to the 
place and to the agency. Frequently a 
successful personal producer has been 
made a general agent without any as- 
surance that he possesses the character- 
istics necessary to become an adminis- 
trator. Life insurance production work 
is being put to a rigid test. Hence com- 
panies appreciate that improvement must 
begin at the source, viz., the selection 
and development of the man who is to 
guide the destinies of an agency. Con- 
siderable interest has been taken in the 
course that the Massachusetts Mutual 
has followed. Its program as outlined 
is as follows: 

“The first step, even before the con- 
tract is signed but after negotiations 
have been completed, is to have the can- 
didate visit the agency, accompanied by 
the assistant director of agencies in 
whose territory the new general agent 
will operate. The purpose of this initial 
visit is to give the new general agent 
the opportunity to meet and establish 
friendly relationships with the retiring 
general agent, all members of the 
agency force, and the clerical staff. We 
believe this step has proved of inesti- 
mable value in establishing goodwill be- 
tween the new general agent and his 
future associates. Furthermore, the new 
general agent becomes acquainted with 
the physical setup of the office, the 
terms of the lease, clerical salaries, and 
any other overhead expenses, as well as 
being shown the opportunities in the 
territory. The effective date of the new 
general agent’s arrival having previously 
been decided upon is announced to his 
associates. 


Home Office Mechanics 


“The second step is what happens 
here at the home office. All interested 
departments are immediately notified. 

‘4. The very first activity is in our 
sales promotion and publicity depart- 
ment. The appointee’s photograph and 
personal history are obtained so that 
news releases may be in the hands of 
trade magazines promptly. 

“2. Next, our editor prepares the an- 
nouncement to policyholders, and a 
story for our house organ. 

“3. The — purchasing department 
starts at once on its assignment of hav- 
ing all supplies in readiness. Letter- 
heads, circulars, etc., are made ready 
for delivery by the date the appointment 
takes effect. 

“4. The financial secretary assigns 
an agency auditor to arrive in the 
agency several days prior to the incom- 
ing general agent so that the office is 
ready to run smoothly without interrup- 
tion by the time the new general agent 
appears. 

“5. The agency department com- 
pletes all information for the agency 
data book to the end of the current 
month. This data book gives the new 
general agent an inventory of his pres- 
ent personnel, shows the past years’ pro- 
duction by agents, and the first and re- 
newal commission income for each 
agent; the production from new organi- 
zation, all recruits joining the agency 
year by year for the past five years, with 
their production during their first 12 
months in the business, and annually 
since; the month by month production 
and income for all agents for the com- 
pleted months of the current year; a 
persistency record of every agent—that 
is, his delivered business, number of 
cases and amount, and the first year 
lapse record for the two most recent 
completed years available; the new 





business analysis of the agency’s deliv- 
eries during the previous year, show- 
ing the number and amounts of the 
various types of business—ordinary, 
term, single premium, annuities, etc., 
with the average size of the various 
plans, total premiums under each classi- 
fication, the average premiums per 
thousand, the mode of premium pay- 
ment, whether annually, semi-annually, 
etc., the collection frequency, and a 
comparison with company averages. 


Other Steps Taken 


“6, Where indicated, the tabulating 
department prepares a county file of in- 
dex cards, giving the volume and total 
business of the agency broken down 
by counties. 

“7, The agency department prepares 
a territorial analysis indicating the po- 
tential buying power of the counties and 
the total buying power in the agency 
territory as related to the buying power 
of the company as a whole, in the states 
in which it operates. 

“8. Plans for the installation lunch- 
eon are started at once. Invitations di- 
rect from the home office are sent to 
all members of the agency force, cleri- 
cal force (except for a skeleton staff), 
medical examiners, nearby company 
general agents, retail credit company 
manager, president and secretary of the 
local life underwriters association, the 
general agents and managers associa- 
tion, and the chamber of commerce; also 
to officials of bank and trust companies 
and of local home offices, representa- 
tives of newspapers, neighboring com- 
pany real estate and loan manager, com- 
pany director within the community, 
etc. 


Installation Visit 


“9, Installation visit—the new gen- 
eral agent is met on his arrival by his 
assistant director of agencies. He 
spends several days with him. He and 
other agency officials are present at the 
installation luncheon at which the new 
general agent is the honored guest and 
is relieved of all responsibility in con- 
nection with it. During the installation 
visit, the new general agent is presented 
with a financial records book and is 
made thoroughly acquainted with the 
comprehensive summary of all financial 
operations in the agency which the 
monthly completion of these records 
makes available. 

“He is also made thoroughly familiar 
with the contents of the agency data 
book and shown how its completion 
each month gives full production in- 
formation. 

“Discussion of a number of subjects 
follows: He is given an agency depart- 
ment organization chart—a chart of 
general agent’s job—a sample uniform 
agent’s contract—discussion of organi- 
zation of the general agent’s time—the 
status of retiring general agent’s prac- 
tice regarding payment of renewals— 
convention attendance rules—definition 
of class A and B agents and rules gov- 
erning acceptance of business—agent’s 
bonds and group insurance with copy of 
pertinent bulletins—discussion of financ- 
ing plans and good banking relation- 








OPPORTUNITY 


An established practice of our Company is to fill positions of responsibility with 
qualified men from our agency ranks in recognition of their efforts. 

Our entire personnel of Managers, Assistant Managers, Home Office Inspectors 
and many Executives and Department Heads of the Home Office started their 
careers as agents of the Monumental Life Insurance Company. Are you interested? 


MONUMENTAL LIFE INSURANCE CO. 
Home Office—Baltimore, Md. 
81 Years of Successful Management 


ships—proper ledger accounts for agents 
—good sportsmanship with other gen- 
eral agents of this company and fellow 
general agents in the city—membership 
in the life underwriters association and 
general agents and managers associa- 
tion is encouraged—discussion of dues, 
practices, etc., of the Massachusetts 
Mutual General Agents Association— 
proper filing practices—new business 
routine reports from clerical department 
to general agent—proper handling of 
transfers and removal into the territory 
—handling of age changes—conversion 
of term insurance and term element— 
library portfolio—literature book—di- 
rect mail portfolio—other services fur- 
nished by the company—agency meet- 
ings and agency bulletins — agency 
morale and agency association—discus- 
sion of agency progress folder—recruit- 
ing material and equipment—first year 
objectives—personal production—train- 
ing schedule—importance of quality 
business. 


Purpose of the Program 


“The new general agent’s financial 
statement as of current dating is dis- 
cussed, and advice given that another 
statement is to be furnished Dec. 31 and 
each year thereafter. The program is 
designed to help the general agent op- 
erate soundly and to keep himself fi- 
nancially sound from the day he starts. 
The whole program is predicated on be- 
ing of every help possible as far as 
lies within the province of the home of- 
fice agency department. It is designed 
to give him a clear picture of his oppor- 
tunities and responsibilities, to help him 
learn as much as possible from the ex- 
perience of others and not entirely from 
the bitter experience of himself alone. 

“The program is followed through 
and his assistant director of agencies 
makes four additional consultation 
visits, one at the end of each quarterly 
period. We believe this gives to the 
new general agent the feeling that it is 
a ‘joint’ enterprise, with his assistant di- 
rector of agencies being sympathetically 
familiar with his particular problems.” 





Round Table in San Antonio 


The San Antonio (Tex.) Life Manag- 
ers Club held a round table discussion of 
the opportunities life underwriting offers 
young men who have legal training. B. 
A. Wiedermann, O. P. Schnabel, Bert 
Perry and G. A. Helland pointed out 
the value of legal knowledge in the prep- 
aration of a trust agreement and the im- 
portance of legal knowledge in setting 
up a life insurance plan for the avoid- 
ance of taxes. Mr. Helland developed 
the need for knowledge about setting up 
pension plans, indicating that the social 
security efforts of the government have 
increased the demand for setting up such 
plans through the use of life insurance. 

A resolution indorsing O. D. Douglas 
of San Antonio for trustee of the Na- 
tional Association of Life Underwriters 
was adopted. 





Cross Heads Tampa Managers 


T. C. Cross has been elected president 
of the Tampa (Fla.) Life Insurance 
Managers Association. Other officers 
are: W. W. Beasley, vice-president and 
chairman of the board, and Joe Savarina, 
secretary. ; 

J. B. Hamilton has been elected presi- 
dent of the London (Ont.) Life Agency 
Managers Club. 





Superintendent Lloyd of Ohio has 
abolished the position of insurance in- 
spector, held by J. F. Bittinger. 
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Program for 
N. F.C. Sections 


F. B. Mallett, Protected Home Circle, 
announces the complete program for the 
meeting of the Fraternal Field Managers 
Association, of which he is president, in 
Detroit Sunday, Aug. 13. This is the 
curtain raiser for the annual convention 
of the National Fraternal Congress. 

The principal addresses are to be 
given by Holgar J. Johnson, Penn Mu- 
tual, Pittsburgh, president of the Na- 
tional Association of Life Underwriters; 
Everett Weinrich, general agent Aid 
Association for Lutherans, Rochester, 
Minn., on “Loyalty in Business,” and 
Edward Wood, Maccabees, Dallas, 
“Modern Fraternal Insurance Sales 
Methods.” y 

Mr. Mallett will open the morning 
session. Greetings will be extended by 
C. L. Biggs, Maccabees, president Na- 
tional Fraternal Congress, and Miss 
Frances D. Partridge, Women’s Benefit 
Association, vice-president N. F. C. Mr. 
Johnson will give his address. This will 
be followed by a skit, “How to Lose 
Sales and Alienate Prospects,” by Ed- 
ward Hyde and William Hyde, Pro- 
tected Home Circle. 

Fraternal insurance counsellor degrees 
will be presented by Norton J. Williams, 
Equitable Reserve Association, assisted 
by A. O. Benz, Aid Association for 
Lutherans. aA 

At the afternoon session Mr. Weinrich 
will give his address. Then there will be, 
a sales demonstration conducted by A. 
W. Siegel and John Pekrul, Aid Associa- 
tion for Lutherans, Milwaukee. Mr. 
Wood will give his address. In the eve- 
ning there will be a business session for 
members only of the Fraternal Field 
Managers Association. 

The Presidents Section will meet all 
day Aug. 15, with A. O. Benz, presi- 
dent Aid Association for Lutherans, 
president, presiding. Glenn Griswold, 
president Glenn-Griswold Associates, 
public relations counsel, New York, will 
discuss “Fraternal Societies and the 
Public.” In the afternoon session, N. 
J. Williams, president Equitable Re- 
serve, will speak on “A Public Rela- 
tions Program for Fraternal Life In- 
surance.” John B. Thomson, member 
of the law firm of Thomson, Wood & 
Hoffman, New York, will talk on “Legal 
Details Relative Municipal Obligations.” 
The election of new officers and their 
installation will follow. 

The speakers for the meeting of the 
N. F. C. law section the morning of Aug. 
15 are G. G. Perrin, general counsel 
Modern Woodmen, “Statutory Enact- 
ments of the Past Year Affecting Fra- 
ternals,” and L. A. Knight general attor- 
ney Royal Neighbors, “Problems of By- 
Law Revision.” 

In addition there will be a general dis- 
cussion of current topics that are 
projected from the floor. 

[he program for the meeting of the 
Medical Section of the National Frater- 
nal Congress Aug. 16 also is announced. 
Dr. H. Z. Hibshman, chief medical ex- 
aminer Junior Order United American 
Mechanics, will speak on “Coronary 
Occlusion due to Thrombosis and Em- 
bolism.” Dr. M. M. Wickware, medi- 
cal director Gleaner Life, will have a 
Paper on “Angina Pectoris.” Dr. C. B. 
Ahlefeld, national medical director Se- 
curity Benefit, will speak on “Myocar- 


dosia.” Dr. A. M. Limburg, medical 
director A.O.U.W. of North Dakota, 
will have as his speech “Cardial 
Asthma.” 





Willis with Central Assurance 


The Central Assurance of Columbus, 
O., has appointed Harlow E. Willis 
Manager of its life department. He has 
been with the Manufacturers Life, Con- 
necticut Mutual and Old Line Life of 


Milwaukee, 








Woman’s Benefit Is 
Addressed by Pink 


Superintendent Pink of New York 
spoke before the convention of the 
Woman’s Benefit Association of Port 
Huron, Mich., held in New York City 
this week. He took as his subject 
“Women and Democracy.” He called 
attention to the fact that when the 
Woman’s Benefit was organized 47 years 
ago there were about 39 fraternals doing 
business in New York having assets of 
$4,000,000. There are now 85 with 
assets of $876,000,000. When the 
Woman’s Benefit was founded by Bina 
West Miller, its president, women had 
little part in the business or political 
life of the land. School teaching was 
about all that women could look for- 
ward to. Even stenographers and sec- 
retaries were men. 


Obligation of Fraternals 


The first obligation of the fraternal, 
Superintendent Pink said, is to be 
financially sound and able to pay in full 
whatever obligations it undertakes. Sec- 
ond, it must deal fairly with its mem- 
bers and policyholders. The business 
part of a fraternal should be conducted 
on the strictest business principles. In 
order to justify the continuation of the 
tax favoritism, which is given the 
fraternals in practically all states, worth 
while endeavor in spreading the ideals 
of benevolence, religion, patriotism, edu- 
cation and public health must be carried 
on, he said. This should not be a mere 
pretense but an integral part of the pro- 
gram. The educational work should be 
carried on efficiently. Mr. Pink stated 
that the Woman’s Benefit is a fraternal 
which continues to be one in the proper 
sense of the term. In the annual report 
to the New York legislature in 1937, his 
department singled out this society for 
special mention because it is operated 
efficiently and spends approximately 4 
percent of its income for health and 
nursing service. The department said, 
“This is a good instance of a balanced 
benevolent and welfare program for a 
fraternal.” 


Fraternal Aid Conversion 
Plan Announced in Iowa 


DES MOINES—A move toward con- 
verting aid societies into organizations 
similar to regular fraternals is seen in 
Iowa as Commissioner Fischer an- 
nounced requirements for conversion of 
such companies. 

Commissioner Fischer said he had 
drafted the requirement following in- 
quiries on what the societies would have 
to do to secure licenses. 

At present the aid societies, doing 
business by assessing each member upon 
a death in the membership, do not fall 
under the requirements set up for other 
insurers in the state, and are not re- 
quired to secure a license. 

Mr. Fischer, in answer to the inquiries, 
set up specific requirements, which are 
patterned from the mutual statutes. 
They are: 

1. Contribute surplus of not less than 
$25,000. 

2. Secure 500 applications for $1,000 
each, together with six monthly pay- 
ments, which must be deposited with the 
insurance department and remain until 
500 bona fide applications have been se- 
cured. 

3. No promotion expenses shall be 
payable out of either premiums or con- 
tributed surplus. 

4. No salaries paid, except approved 
by the insurance commissioner. 

5. All forms to be approved by the 
commissioner. 


Ray Goodiel New Chaplain 


Ray Goodiel of Kingston, Pa., state 
deputy in charge of the 74 circles in 


eastern Pennsylvania, has been ap- 
pointed supreme chaplain of Protected 
Home Circle to succeed the late P. D. 
Stratton of Akron, O. Mr. Goodiel has 
been in the field department of Protected 
Home Circle for 39 years. Mr. Stratton 
started him in the field work at Wash- 
ington, Pa., and, with the exception of 
Mr. Stratton, Mr. Goodiel has probably 
organized more circles than any other 
man. After serving in several other 
states, he was put in charge of the east- 
ern Pennsylvania district in 1917. 


Many Attend Michigan 
Fraternal Congress Session 


More than 100 attended the session 
of the Michigan Fraternal Congress, 
which met to discuss and formulate 
plans for the National Fraternal Con- 
gress and International Fraternal Week, 
which will be held in Detroit Aug. 
14-18. 

Forrest Wiswell, president Protected 
Home Life, presided and spoke, as did 
C. L. Biggs, national president; Foster 
Farrell, secretary-treasurer and man- 
ager National Fraternal Congress, and 
J. B. Baker, secretary Michigan Frater- 
nal Congress. 


Signs Missouri Fraternal Code Bill 


Governor Stark of Missouri has signed 
the bill revising the fraternal insurance 
code. This measure was agreed upon 
by the fraternal organizations. 











John M. Callahan, state secretary 
Catholic Knights of Wisconsin, has 
completed 49 years service with the fra- 
ternal. He has held the present post 
since 1890. 








COMPANIES 


Occidental Life Adds 
to Home Office Agency Staff 


H. C.-Newman and R. W. Staton 
have joined the Occidental Life’s home 
office agency department staff. Mr. 
Newton joined Occidental in 1923 after 
several years with the State Life of In- 
diana. He has filled many positions with 
the company and for the past three 
months has been in the San Francisco 
branch office brokerage department. In 
his new post he will assist George V. 
Shipley, home office agency representa- 
tive, in agency administrative work. He 
joined the Occidental in 1938 and has 
been cashier of the San Francisco branch 
office. 

Mr. Staton is a son of J. A. Staton, 
the Occidental’s general agent at Eu- 
gene, Ore., and has been a member of 
his father’s agency since his graduation 
from the University of Oregon in 1934. 
He will move to Los Angeles and will 
serve as assistant to Agency Assistant 
John L. Gilstrap. 

Gordon Jenkins, a son of Vice-presi- 
dent V. H. Jenkins, becomes cashier in 
San Francisco. He graduated from the 
University of Southern California in 
1936 and has served in various positions. 


Dr. Parrish Medical Director 


The American National of Galveston 
has named Dr. B. R. Parrish as medical 
director. Dr. Parrish, a graduate of the 
State Medical College at Galveston, has 
been practicing in that city for a number 
of years. 








New Assistant Agency Director 


_E. E. Ballard has been appointed as- 
sistant director of agencies of the Jef- 
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that will give YOUR prospect 
variety ... 


POLICIES for every 
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Claims Paid ....$119,000,000.00 
Reserves & Surplus $12,000,000.00 
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Home Office: Lawrence, Kansas 
Licensed in 28 States. 














Five Modern Legal 
Reserve Contracts 


© Ordinary Life 

©@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
©@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 
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Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
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SERVICES & 
EQUIPMENT 


___ (DIRECTORY}—_—_ 


Fao 


Auditors-Accountants 





CHASE CONOVER & CO. 


Auditors & Accountants 


135 So. La Salle Street 
Chicago 


Telephone Franklin 3868 





Claim Investigations 





MARK LIPMAN SERVICE 


Special Claim Investigations 


LIFE-HEALTH-ACCIDENT 
Rector Building 
Little Rock, Ackansas 











Coin Clocks 





COIN CLOCKS 
will help you sell 
more life insur- 
ance. 
New Low Price 
$1.99 and up. 
For full details write to: 


COIN CLOCK SERVICE CO. 
700 — Prospect—4th Bidg. 
Cleveland, Ohio 
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LIFE MEN! INQUIRE 
ABOUT THE 
ESTATE-O-GRAPH 


Write 


THE ESTATE-O0-GRAPH 
222 E. Ohio St. Indianapolis 











Insurance Law List 





HINE’S INSURANCE 
COUNSEL 


(No Charge for Copies to Legal and 
Claim Dept. Officials) 


First National Bank Bldg. 
Edward E. Collins, Mgr. Chicago 











Send 9 cents in stamps 
for sample copy of 


THE ACCIDENT & 


HEALTH REVIEW 


The only exclusive accident and health 
paper publishe 


It gives ideas and suggestions that help 
you sell income protection insurance. 


Address your inquiry to A-1946, 











Insurance Exchange, Chicago 


ferson National Life of Indianapolis, 
which recently began operations. Mr. 
Ballard has had more than 15 years’ life 
insurance experience and formerly held 


a similar position with the Alliance Life 
of Illinois. The first month’s operations 
resulted in over $500,000 of applications 
for life insurance. 








NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Ohio National 
Changes Made 


Aug. 1 is the effective date for several 
important changes by Ohio National 
Life of Cincinnati. Non-participating 
premiums are being increased in line 
with the actions of numerous other com- 
panies during the past year. The in- 
crease is moderate and some forms 
show no change at all or a slight in- 
crease at the middle age range. 

New settlement options are based on 

3 percent interest and a new option pro- 
vides a cash refund annuity. This 
change in settlement options necessi- 
tates corresponding changes in retire- 
ment income and salary continuance 
plans for participating as well as non- 
participating issues. 

A new life expectancy policy is issued, 
which may be converted as of the 
original age during the first seven years, 
or as of the attained age at any time 
prior to five years before expiry. The 
contract carries a table of premiums that 
apply to attained age conversion, quot- 
ing premiums that are lower than the 
special whole life form at the corre- 
sponding age. A participating line of 
juvenile plans is now available. 


Annual Premium Rates Per $1,000 


Non-Participating Participat. 
Retire. Salary 
Salary Income Continuance 
Age Adj. Cont. at 60 10 10 


at Wh. 20Yr. Fe- at65 Yr. wr. 
Issue mane Plan Male Male Plan Plan 


12 — 70 $16.05 
13 21.36 16.47 
14 22.08 16.93 
15 22.85 17.42 
16 : 23.72 17.98 
17 ae 24.64 18.57 
18 $-9.93 .... 26.61 19.19 
19 10.05... 26.64 4 


20 10.36 $14. 68 27.74 
21 10.51 14.83 28.91 3137 9.87 1837 
22 10.67 1501 30.15 22.04 9.96 18.82 
23 11.07 15.19 31.47 22.86 10.07 19.08 


24 11.25 15.39 32.88 23.73 10.17 19.37 
25 11.43 15.61 34.38 24.66 10.29 19.67 
26 11.91 15.84 36.00 25.64 10.39 19.97 
27 12.13 16.10 37.73 26.68 10.50 20.29 


iy 30.86 94. 5 . . 
44 22.11 32.98 102.04 60.76 16.98 39.60 
45 23.02 we ” 110.61 64.71 17.83 42.09 


46 23.80 . 120.46 69.10 18.78 
47 24.63 .. 131.86 74.02 19.85 
48 25.52 .. 145.17 79.52 21.00 
49 27.54 .... 160.98 85.73 22.28 
50 28.58 ....179.94 92.76 23.67 
51 30.87 + «oes SOUBE 20.16 
52 32.06 110.16 26.77 
53 33.29 121.03 28.49 
54 36.09 133.86 30.40 
55 37.54 149.25 32.49 





Texas Appropriations Reduced 


AUSTIN, TEX. — Governor O’Dan- 
iel’s blue pencil struck out a good many 
legislative appropriations for the state 
insurance department. The lawmakers 
hiked the amounts for the department 
over the preceding year, but the gov- 
ernor reduced the amounts below levels 
of former years. The life division’s an- 


nual appropriation was cut $37,620, the 
fire division’s $34,500, and the casualty 
division’s $14,820 or a total of $86,940. 





Canada Life New 
Dividend Scale 


The Canada Life has issued its new 
dividend scale on policies issued at pre- 
mium rates adopted in 1934, payable for 
the year ending June 30, 1940, as fol- 
lows: 

Ordinary Life Per $1,000 
End of —_ —— Age —_ age Age 
35 


Year 20 5 0 5 
ee — or + 33 $1. = $1.35 $1.36 $1.37 
3r 1.3 1.37 1.39 1.41 
4th i 36 i 37 138 1.39 1.42 1.45 
5th 1.37 1.38 1.40 1.42 1.45 1.48 
Spec 1.37 1.38 1.40 1.42 1.45 1.48 
6th 1.39 1.40 1.42 1.44 1.48 1.52 
Age Age Age Age Age 
40 45 50 55 60 
a $1.46 $1.61 $1.82 $2.11 $2.53 
SPE ..<.0-+ +. LbO - 12506: 1.88 B48 3.62 
GUN oo.a 0 2B W71 1.06. 235: 269 
DED 6 o2s6. BeOe aed Sk. Bowe. ont 
Spec. ... 169 27% 201 332 2:77 
6th ..... 1.64 1.82 2:07 2:89 2:86 


20 Payment Life Per $1,000 


Endof Age Age Age Age Age Age 
Year 10 15 20 25 30 35 

2nd.....$1.36 $1.37 $1.37 $1.38 $1.39 $1.45 
Sra.....« 189° 1:40 1.41 12.42 2:44 1.50 
4th 1.42 1.438 1.45 1.47 1.49 1.56 
5th 1.45 1.46 1.48 1.51 1.54 1.62 
Spec 145 1.46 1.48 2.52 1,64 162 
6th 1.48 1.50 1.52 1.56 1.60 1.68 


5 

* 73 $1.93 $2.23 $2.62 
2.01 2.31 2.71 

: 138 2.09 2.39 2.80 
saveiei ee 1.95 2.17 2.48 2.89 
Spec. ... 1.77 1.95 2.17 2.48 2.89 
6th ..... 1.84 2.02 2.25 2.57 2.98 


20 Year Endowment Per $1,000 
End of Age a Age Age Age — 





Year 10 20 25 30 

2nd..... $1.54 $1.55 $1.56 $1.56 $1.57 $1. 39 
Srd..... 1.638 1.64 1.65 1.65 1.66 1.68 
Sth 2.66 043 2S 2494 Wits: 30 Ee 
5th 1.82 1.83 1.84 1.84 1.85 1.87 
Spec 1.82 1.83 1.84 1.84 1.85 1.87 
6th 92 1.93 1.94 1.94 1.95 1.97 

Age Age Age Age Age 


40 45 50 55 60 
2nd $1.68 $1.81 $1.99 $2.26 $2.66 
3r 1.77 1.90 2.09 2.36 2.76 
4th 1.87 2.00 2.18 2.46 2.85 
5th 1.97 2.09 2.28 2.55 2.95 
Spec 1.97 2.09 2.28 2.55 2.95 
6th 2.07 2.19 2.88 2.65 3.05 





Business Men’s Has 
New Mortgage Plan 


The Business Men’s Assurance of 
Kansas City has devised a mortgage in- 
surance program which protects the 
borrower and his family. It is a plan 
of life insurance on the reducing term 
basis where the insurance protection 
continues for the life of the mortgage 
but the protection reduces year by year 
at the same rate as the mortgage. A 
unique provision is made whereby 
premiums are payable for a period of 


five years less than the mortgage re- 
tirement period. The units of mortgage 
protection are based on $10 monthly 
payments of principal and interest made 
by the borrower. A waiver of premium 
benefit can be issued at the same addi- 
tional rate as when issued with the life 
expectancy and five and ten year term 
policies. 

This plan is based on the change ap- 
parent in the method used in connec- 
tion with home financing through 
mortgage loans. The trend has defi- 
nitely been one of a change from a re- 
newable five or ten-year non-reducing 
mortgage to the plan now in use in more 
than 90 percent of new mortgages 
whereby a long term reducing amortized 
mortgage for periods of anywhere from 
10 to 20 or 25 years eliminates the need 
for periodic refinancing. Sample rates 
are given, the annual premium per $10 
monthly payment being the basis: 


Az ee at Issue——_——____, 
Years 20 25 30 35 40 5 


4 
toR $ 
4 un ie $ $ $ $ $ 


Sarees 8. 8.94 9.25 10.21 12.30 16.05 
Aor 8.90 9.24 9.60 10.64 12.86 16.80 
BE ose 5 9.19 9.54 9.94 11.07 13.42 17.54 
il eerie 9.48 9.83 10.29 11.50 13.97 18.29 
Le eee 9.77 10.13 10.63 11.93 14.53 19.03 
ater 10.06 10.43 10.98 12.36 15.09 19.78 
es os 10.39 10.79 11.42 12.93 15.87 20.86 
1 aortas 10.72 11.16 11.86 13.50 16.64 21.94 
J ee 11.06 11.52 12.31 14.08 17.42 23.01 
‘| Pre or 11.39 11.89 12.75 14.65 18.19 24.09 
+ Ps 11.72 12.25 13.19 15.22 18.97 25.17 
Sse: 12.04 12.63 13.67 15.87 19.88 26.45 
Bee vrai 12.36 13.01 14.16 16.53 20.79 27.73 
ae inthe ve 12.68 13.39 14.64 17.18 21.70 29.00 
Be eves 13.00 13.77 15.13 17.84 22.61 30.28 
MO) 5 cis tore 13.32 14.15 15.61 18.49 23.52 31.56 


New Expectancy Term Policy 


The Central States Life’s new life 
expectancy term policy is designed to 
give long protection at a low, unchang- 
ing premium rate. The policy is simi- 
rlar to the company’s “economic life” 
plan but has several advantages over it. 
The premium, the same as the early re- 
duced premium on the “economic life” 
plan, $12.33 per $1,000 at age 30, for in- 
stance, remains throughout the life of 
the policy, which expires when the in- 
sured reaches his expectancy of life. 
It may be changed to the ordinary life 
plan at any time up to five years be- 
fore he reaches the life expectancy. 





Amold’s Fishermen Return 


O. J. Arnold, president Northwestern 
National Life, and 16 members of the 
agency organization, have returned from 
a six day fishing trip on Basswood Lake. 
For the past six years Mr. Arnold has 
been host at his summer cabin on this 
lake to a group of leading producers, 
general agents and managers. Ten mem- 
bers of the party made the trip for the 
first time and were initiated into the 
Arnold-Basswood club. The most tal- 
ented fishermen prove to be E. W. Mer- 
rill of Kansas City, who caught a 74 
pound fish and Ernest Tuller of Port- 
land, Ore., who got one that weighed 
12144 pounds. 


Atlantic Life Convention 


Plans have been completed for the 
Aces Club convention to be held a the 
Atlantic Life of Richmond, Va., in New 
York, Aug. 7-9 at the Hotel New 
Yorker. The company reports an in- 
crease of 50 percent in the number of 
representatives qualified as members of 
the club. August 8 has been designated 
“Atlantic Life Day” at the New York 
Fair and special events are planned for 





that day. 








LIBERAL COMMISSIONS 





The Columbia Life Insurance Co. 


Cincinnati, Ohio 
e 


36 Years in OHIO, INDIANA, KENTUCKY 
All forms of life policies issued— Juvenile one day up, adults, 10 to 75 


Write for particulars: WM. H. WEST, Vice- President 


LONG TIME RENEWALS 
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Sales Ideas and Suggestions 











Murrell Brothers’; Methods 
in Their General Agency 


Thirty months ago W. L. and T. G. 
Murrell became general agents at Los 
Angeles for the Mutual Benefit Life. In 
1938 Murrell Brothers agency was 
awarded the president’s plaque for the 
outstanding agency achievement of the 
year, measured by volume increase and 
11 other factors. The paid new business 
was a 77 percent gain over 1937 and 
well over twice that of 1936. At the 
halfway mark of 1939 they showed a 93 
percent gain, had nine qualifiers for the 
California Quarter Million Dollar Round 
Table and 17 qualifiers out of 24 agents 
for the company convention, 

The Murrells insist that garden va- 





THOMAS G, MURRELL 


riety methods intensively used produced 
results. All know that an office full of 
poor producers retards recruiting and is 
no prestige builder. The Murrells walked 
in on 22 men, had a few hours personal 
interview with each one and said in ef- 
fect: “The past is past. Let’s work out 
a plan for the future. If you don’t do 
your part you don’t belong here and if 
we don’t do our part we shouldn’t be 
general agents, and if both of us do our 
part and you don’t produce, either the 
plan is wrong or you shouldn’t be sell- 
ing fife insurance. Is that fair?” Six- 
teen eliminated themselves. 


Interviewed Many Men 


All know that a general agent wil! 
select better men if he interviews many 
men. The Murrells saw 252 men to se- 
lect 21. They ask plenty of questions, 
aptitude tests plus their own question 
guide, and Wey Murrell remarks that 
We learn about a man by questioning 
him and listening and not by talking to 
him.” He says neither he nor_ his 
brother has any flair for picking men. 
On the same information, he says, other 
general agents would arrive at the same 
conclusion, Nevertheless the Murrells 
have put on 19 men and eliminated only 
four of them. 

Every insurance man knows the im- 
portance of prospecting, The Murrells 
Insist On a verbatim rehearsal of a sim- 
ple prospecting talk and then the imme- 
diate use of it until conclusive results 
are achieved. Two more prospecting 
talks follow on the same basis. The 
Murrells are convinced that insurance 
salesmen aren’t lazy; they just don’t 
know where to go next. Cards of intro- 
duction aren’t hard to get, they say. 





Eighteen men secured 980 in a one-day 
drive after planning the day’s work and 
rehearsing what they were going to say. 

A well-informed man has easier going 
in any business. The Murrells give full 
credit to the Mutual Benefit instruction 
course which takes two weeks and fol- 
lows the “case method”’—office training 
on 24 hypothetical cases with the sales- 
men learning by doing, supplemented by 
“Life Insurance as Property” from 
“Diamond Life Bulletins.” They outline 
a reading course for each new man—240 
hours in all. The Murrells are impres- 
sively enthusiastic about the - Mutual 
Benefit’s Analagraph training plan for 
developing sales skill which takes one 
month to complete. Rehearsal for skill 
is almost a religion with the whole 
agency. “Skill means more interviews,” 
says Wey Murrell, “because men like to 
do what they do well.” Tom Murrell 
adds, ‘Uniformity simplifies manage- 
ment. One agency plan means. all 
monev and energy in one plan and 
therefore a better plan.” They believe 
that H. G. Kenagy, agency superintend- 
ent of the Mutual Benefit, by placing em- 
phasis on rehearsal, has made an im- 
portant contribution to selling. 


Success Has Price Tag 


“Success has a price tag,” the Mur- 
rells point out and they interpret this 
by insisting on daily reports—simple 
ones which take three minutes to com- 
plete. They furnish each man monthly 
with the dollar value of a new contact 
and of a sales interview. They say that 
a man dealing in family futures and 
successful at it, is necessarily a real man. 
Real men will be realistic and realize 
that the only job which pays as much 
in the beginning as it does in the end 
is one which requires no training—no 
skill. 

There are interesting items visible to 
an inquirer at this agency. For instance, 
the clerks get an extra half-day vaca- 
tion for each month the office makes its 
self-imposed quota—five days this year. 





WEYMOUTH L. MURRELL 


New men who measure up after 32 
weeks share a secretary with three 
others—free for three months and then 
paid for by the agent. Slumps are licked 
by daily meetings at 8:30 until the slump 
is over. 
The 


Murrells summarize with: “A 





prosperous territory, a grand company, 
swell sales training tools, and a hell of 
a lot of hard work.” 

They find that time tested tools seem 
to work when they are worked. One 
Murrell remark is of interest particu- 
larly: “Most managers and agents are 
worrying about methods at a time when 
necessity demands results. We believe 
in deciding on a method, perfecting it, 
and then going after results.” 


Strategy Needed to Handle 
Program Minded Client 


There has been some reaction on the 
arrangement of too rigid life insurance 
programs, especially in the cases where 
the policyholder has a limited amount of 
insurance and he can’t afford to segre- 
gate it or spread it too thin between the 
various contingencies that need to be 
taken care of. 

In the case of a new born child the 
father is especially susceptible to an edu- 
cational insurance approach and it is a 
great deal easier to sell him a college 
education for his boy than it is to sell 
him more insurance so that his wife can 
raise the child. 

For example, a policyholder may have 
only $10,000 ordinary life and he will 
sign a $4,000 educational contract, mak- 
ing his insurance program way out of 
line. In other words, his wife will have 
$10,000 to take care of herself and the 
child over 10 to 15 years, while the child 
will have $4,000 to take care of himself 
for four years. 


Later Changes Plan 


One agent who does a great deal of 
programming approaches the new father 
with the educational plan, but then be- 
fore the insurance is actually purchased 
he usually changes it over to increasing 
the original sum on a cleanup fund plus 
monthly income basis. If he is not able 
to do this without weakening his sale, he 
usually goes back in a year or two and 
eliminates the educational feature by ex- 
plaining to the father the reason for do- 
ing so. By that time the father is usu- 
ally not as child-minded and so he is 
open to reason. 

In some cases the father may be es- 
pecially imbued with the idea of provid- 
ing for his child with his wife secondary. 
One father with a sizable amount of in- 
surance insisted on an interest option so 
as to provide an income not only for the 
period of his wife’s life, but for that of 
the child also. Although he was earning 
$7,500 a year, leaving the insurance at 
interest provided only $98 a month, 
which would be a _ substantial come- 
down for the wife in case of his death. 
Since the father was insistent on this 
program, the agent finally solved it by 
selling a family income rider which pro- 
vided $150 additional monthly income 
for the wife for 15 years. Term insur- 
ance can be sold in cases where the 
family income rider is not written on ex- 
isting insurance. 

In this case the premium wasn’t much 
on the term insurance, but by talking 





Make Sale Binding with 
Check, J. A. Ramsay Advises 





John A. Ramsay, Newark general 
agent Connecticut Mutual Life, says 
that sales should be made binding with 
a check. He makes the following sug- 
gestions: 

“Get the habit of securing a settle- 
ment with your application—it pays in 
many ways. When the application has 
been completed, it is natural enough to 
say to your prospect: ‘Now, if you will 
let me have this amount, I will give you 
your binding receipt.’ The mistake most 
frequently made is saying to the pros- 


pect: ‘Do you want to pay for the pol- 
icy now, or when I deliver it?? The an- 
swer is bound to be: ‘When you 
deliver it.’ 


“If the insured hesitates, or says he 
will pay later, explain that the contract 
will be in force the minute it is ac- 
cepted at the home office—if the check 
is attached. On the other hand, if set- 
tlement is not made, the insured. will 
be without protection until the policy is 
back in his hands—perhaps a week or 
two. Suggest what this means to his 
family, and support your argument by 
relating a story where a claim occurred, 
giving authentic facts and details. But 
always remember that tact and courtesy 
go a long way toward effecting a settle- 
ment. 

“In case the entire premium cannot 
be obtained, ask the prospect about the 
best he can do. If the amount he sug- 
gests is not enough, recommend a lar- 
ger amount—tactfully. A properly 
phrased question will usually bring 
forth an amount beyond the expecta- 
tions of the underwriter. 

“IT started this discussion by saying 
that securing a settlement pays in many 
ways. Here are a few to remember: 
(1) Competitors are eliminated; (2) 
there is no delay in placing the contract; 
(3) the frequent necessity of reselling 
the prospect when the policy is deliv- 
ered is done away with; (4) it removes 
the possibility of a not taken contract; 
(5) it reduces the necessity of the in- 
sured having to sell his wife the idea 
that he has just taken out a life insur- 
ance policy.” 











over the insurance situation with the 
father, the agent found that he was buy- 
ing baby government bonds to provide 
for the education of the child. The 
agent was then able to show the father 
how he could do better by buying a re- 
tirement income policy which would not 
only provide the savings element, but 
also protect it in case of his death. 

This agent makes a point of reviewing 
his policyholders’ insurance programs 
and bringing them up to date at least 
once a year. Inasmuch as he is earning 
5 percent a year on his renewals, he feels 
that the policyholder is entitled to this 
service. Of course, there is always the 
prospect of selling new insurance as 
needs arise. 


Prospects—Working Women 


In a survey of 12,000 working women the National Federation of Business 
and Professional Women’s Clubs discovered that only one-seventh are 
married and one-sixth are widowed, divorced or separated. Seventy-four per- 


cent earn less than $1,500 a year. 


50 percent have the responsibility of providing food and shelter for other 


people. 


63 percent of the single women have one dependent. 
4314 percent of the widows have one dependent. 
9 percent of the married women have one dependent; 13 percent have 


from four to seven. 


1714 percent who report dependents are responsible for the entire sup- 


port of their households. 


Clip and paste on 3x5 card for your Fact File. 
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E. M. Lillis, Erie, 
Leads Northwestern 





(CONTINUED FROM PAGE 4) 


and winner of the bronze and silver 
awards in 1932 and 1933, won the Class 
C award, for the largest percentage in- 
crease over his three-year average be- 
tween $300,000 and $500,000. His total 
of $500,554 represents an increase of 
54.73 percent over his three year average 
of $323,504. 


Binns Leads Class D ° 


Class D award was won by John 
Binns, of Newark, under contract nearly 
16 years and winner of Class E award in 
1930. His total of $579,760 represents an 
increase of 179.59 percent over his three 
year average of $207,364, in the $200,000 
to $300,000 class. 

Class E honors go to L. M. Spoor, 
Ludington, Mich., an agent for five 
years. This award is given for the larg- 
est percentage increase over the three- 
year average between $150,000 and $200,- 
000. Mr. Spoor qualified for his bronze 
button in 1937 while writing 102% lives. 
He has continued his membership in the 
Marathon Club for three consecutive 
years. His total during the past agents’ 
year was $317,410 on 101 lives, and rep- 
resents an increase of 88.34 percent over 
his three-year average of $168,528. Mr. 
Spoor has been a member of the 4-L 
Club for 38 consecutive months. 


Junior Certificates Awarded 


Dewey Edson, Madison, Wis., an 
agent for 3% years, is the winner of the 
junior certificate of honor awarded to 
the gold button winner of Group N for 
making the highest percentage of in- 
crease over his silver button production. 
His Group N volume for the past three 
agents’ years totals $992,691, which 
places him in Class C of the honor sys- 
tem, now that he has completed the 





Group N division. He has been a mem- 
ber of the 4-L Club consecutively for 36 
months. His production during the past 
agents” year was $427,476 and his per- 
centage of increase 50.84. With the 
largest volume of new business in his 
section, Mr. Edson also qualified for the 
honorable mention in addition to the 
junior certificate of honor. 

W. A. Steadman, Newark, is the win- 
ner of the junior certificate of hqnor 
awarded to the silver button winner with 
the highest percentage increase over his 
bronze button production. His total 
paid-for was $241,170, representing an 
increase of 15.22 percent. 

Honorable mention, Group N, for re- 
porting new business in the highest 
amount in the agents’ section, goes in the 
gold section to Mr. Edson with $427,- 
476; in the silver section to H. F. Cluthe, 
Newark, with $272,960, and in the bronze 
section to C. S. Ohsner, Columbus, O., 
with $639,500. 


Business Gains Reflected 
in Life Insurance Sales 





(CONTINUED FROM PAGE 3) 


from owners and managers increased 
from $5,929 to $8,096, but among the 
salesmen and other employes there was 
a slight drop from $1,858 to $1,701. 

“Both owners and managers, me- 
chanics and other employes of auto- 
mobile garages and repair shops in- 
creased their volume. Among owners 
and managers the average “app.” in- 
creased from $2,214 to $3,033, while the 
gain among mechanics, etc., was from 
$1,349 to $1,493. 

“Automobile filling and service sta- 
tions attendants applied for an average 
of $1,964 as against $1,899 in June, 1938. 

“Machinery, metals and metal products 
accounted for a total of 424 applications 
for an average of $2,294 as compared 
with 319 averaging $3,292 a year ago. 
The average of engineers, executives and 
owners fell from $10,510 to $7,178, but 











less finely appointed hotels. 








Tue endless procession of great events and distin- 
guished guests at this famous Washington hotel, never 
fails to thrill the discriminating travelers seeking a 
standard of service which conforms with their individual 
requirements in comfort, hospitality and services. That 
is why they make The Mayflower their home when 
visiting the National] Capital. 


AIR CONDITIONED BEDROOMS 
RESTAURANTS AND LOBBIES 


Single wee Mee $4 Double Rooms from $6 
1 with bath, of course 


The IIlAYFLOWER 


WASHINGTON, D. C. 
R. L. Pollio, Manager 


Rates are no higher than 





























among foremen, clerks, inspectors, and 
factory workers the averages compared 
favorably with the number of applica- 
tions jumping from 267 to 382. 


Follows Industry Gains 


“Applications received from lumber 
and wood products industries substan- 
tiate the gains for those lines indicated 
in recent newspaper stories, owners and 
executives submitting applications for 
an average of $6,741, and indicating they 
already held $12,060. In June, 1938, only 
24 applications averaging $4,458 were re- 
ceived with an average of $5,917 already 
possessed. Among mill and factory em- 
ployes the average size application in- 
creased from $1,381 to $1,538. 

“The indicated improvement in the 
building industry was reflected, the num- 
ber going from 249 to 318, and the 
average from $2,181 to $2,294. The best 
comparative showing was made by me- 
chanics and laborers. 

“Textiles, leather and their products 
showed improvement with 128 applica- 
tions for an average of $2,281 compared 
with 113 for $1,509, but printing, en- 
graving and paper products fell off, ac- 
counting for only 147 applications for 
an average of $2,588 as against 157 for 
$2.640 the previous June.” 


Finds Bank Had 
No Authority to 
Surrender Policy 


Southwestern Life has been held by 
the Texas supreme court to be liable 
for the maturity value of a $10,000 pol- 
icy despite the fact that the contract 
had been assigned to the Flatonia State 
Bank of Flatonia, Tex., as maturity for 
a note and the bank had surrendered the 
policy for cash prior to the death of the 
assured. The Texas supreme court held 
that an assignee of a life policy who 
holds the contract merely as collateral 
security for a debt has no right to sur- 
render the policy for its cash value. The 
cause has been remanded for a new 
trial. 

The assured, E. E. Cockrill, had as- 
signed and delivered his policy to South- 
western Life as security for a loan. On 
the same day he executed an assignment 
of the policy to the Flatonia State Bank 
as security for a note given it. The as- 
signment was expressly made subject to 
the prior right of Southwestern Life. 
Two days before the note to Flatonia 
State Bank would have been barred by 
limitation, the bank instituted suit 
against Southwestern Life and. Cockrill. 
The bank deducted the amount due it 
and tendered the balance of the cash 
surrender value into court. Thereafter 
Cockrill died and Mrs. Cockrill and the 
bank each filed suit on the policy, seek- 
ing its full maturity value. Southwest- 
ern Life contended that the policy was 
cancelled at the time the tender was 
made into court. 


Finds Lack of Harmony 


The Texas supreme court observed 
that there is lack of harmony in, deci- 
sions upon the question of whether an 
assignee of a life policy, who holds the 
contract merely as collateral security 
for a debt, has the authority, by virtue 
of being such assignee and in the ab- 
sence of any language expressly con- 
ferring such authority to surrender the 
policy to the insurer and demand the 
cash surrender value. 

The supreme court stated that it pre- 
fers to follow the rule stated in Cooley’s 
briefs on insurance, 2nd Edition, Vol. 
7P 6527: 

“The pledgee of an insurance policy 
who holds it as collateral, in the absence 
of a distinct provision permitting its 
sale has only the right to collect and has 
not the right to sell or surrender it; and 
if the pledgee does wrongfully surrender 
the policy the debt is satisfied to the 
extent of the value of the security sur- 
rendered” (Grossman vs. Lindemann 
123 N. Y. S108 67 Misc. Rep. 437). 








Analyze Gains 
in Membership 


In reaching the largest membership 
in its history as of June 30, with 27,180, 
the National Association of Life Un- 
derwriters reports that 68 local asso- 
ciations equalled or exceeded the quotas 
that they assigned for themselves, 
while 148 units tied or broke their last 
year’s record. ‘Twenty-one states and 
the District of Columbia improved their 
1938 marks. Seven states exceeded their 
quotas. By adding three local associa- 
tions each, Indiana, Pennsylvania and 
Virginia tied for first place in the num- 
ber of new units. Texas maintains the 
lead in number of units with 21. IIli- 
nois has 19 and New York 17. The 
total number of local associations is 
338, an increase of 18, an all-time record. 

The St. Louis association, which will 
be host at the golden anniversary con- 
vention in September, had the largest 
numerical gain. It brought in 583 new 
members, making the total 1,208. It 
is the third largest local association 
in the country. 

Chicago maintained its lead among 
the organizations with another increase 
of 123. The 10 leading associations are: 
Chicago, 1,780; New York, 1,406; St. 
Louis, 1,208; Pittsburgh, 1,141; Boston, 
833; Philadelphia, 656; Cleveland, 473; 
Los Angeles, 466; Indianapolis, 382, 
and Kansas City, 331. 

Pennsylvania has the largest state as- 
sociation, the membership being 3,073. 
New York has 2,810; Illinois, 2,563; 
Missouri, 1,787; Ohio, 1,502; Massachu- 
setts, 1,385; California, 1,355; Texas, 
1,030; Indiana, 915, and Tennessee, 664. 





Social Security An Aid 
To Sale of Salary Savings 





(CONTINUED FROM PAGE 1) 


which he can build into a franchise if 
he gets some encouragement from his 
manager. The saving in time and effort 
through working on prospects concen- 
trated in one firm offsets the fact that 
policies may be smaller than would be 
gotten by spreading one’s work. More- 
over, the plan keeps the agent’s nose 
right at the grindstone, making it diffi- 
cult for him to think he is working when 
he is not. 





Equitable Society to Mark 


80th Birthday Next Week 


(CONTINUED FROM PAGE 3) 


tations have been the adoption of par- 
ticipating annuities—another step long 
regarded as impossible—and its swing 
away from previous strict adherence to 
the managerial system. Like most other 
companies the Equitable started on a 
general agency business and some great 
agencies were built up this way. Later 
company decided that all new appoint- 
ments should be managerships. 


Both Systems Followed 


However, when W. J. Graham became 
vice-president in charge of agency oper- 
ations he felt that there were situations 
where a general agency appointment 
would be better than a managership. 
‘Since then new appointments have been 
made on either basis, as conditions ap- 
peared to warrant. 

Other outstanding recent developments 
in the Equitable have been the schooling 
of agents to qualify them for advanced 
service work among policyholders; and 
the introduction of the “Visograph” sales 
presentation plan which enables agents 
to present to the prospect a graphic pic- 
ture of his needs, what his present insur- 
ance will do, and what he needs to meet 
his minimum objectives. 





The name of the Mortuary Mutual ASs- 
sociation of Oklahoma City has_ been 
changed to the Mutual Reserve Life. 




















Ephemeral Plans 


The history of selling insurance is too much a 
record of false starts, of stallings, of changes. The 
mortality of sales plans is excessive because agents 
have been bewildered by a multiplicity of sales 
helps, each aimed at plugging up a hole left by its 
predecessor. 


When the need for simplicity and persistence in 
methods is acute, when sales conditions themselves 
present enough problems for the agent to face, he 
has often been asked to apply sales methods as 
strange and ephemeral as the problems. 


The State Mutual Plan has ended its fourth suc- 
cessful year, its fundamentals developing instead 
of changing. It is ingrained as the most successful 
procedure in all Company agencies. Persistent use 
of a sound stabilized sales procedure is responsible 
for a history of continued success. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 95 Years a Synonym for Security 



















































In celebration of its 52nd year, Bankers Life of Ne- 
braska completed its annual May drive with another 
record. A large increase in paid business was the 
result, and, significantly, over 51°, of the agency 
force of Bankers Life contributed. The agent's plan 
is helping him progress—profitably. 


BANKERS LIFE 
wsursnce o/ NEBRASKA 


Home Office, Lincoln 
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Permanency 
Happiness 
Comfort 


Success 





is provided by a contract 
with 





THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 




















“WHATS NEW?” 
“Have you heard 
about the Berksbire's new 
7 GUARANTOR PLAN? 
It’s the smartest buy in all- 
a: round financial security I’ve 
AN X ever seen, and I'll tell you 
why—IT PAYS THREE WAYS. When I'm 65 I get a 
cash payment which will come in mighty handy when I retire, 
but in event of a death claim, either before or after age 65, my 
my family will receive—first, a cleanup fund and second, a re- 
adjustment income over a period of years.” 


“Sounds good! Where can I get further details?” 


Cth any Berkshire Generalehyent 
LIFE INSURANCE COMPANY 


F. H. RHODES, President 


Littsfield, Mass. INCORPORATED 1851 























Leaders in a production campaign in honor of President Chandler Bullock of the 


State Mutual Life were awarded trophies at a victory dinner at the home office in : 
Worcester. 3 P. BALDWIN 
Front row, left to right, George F. Robjent, Boston general agent: Stephen Ireland, J. P. 
vice-president and superintendent of agencies; Mrs. William A. Waldman, Dallas; 
Chandler Bullock, president; Mrs. Walter C. Leck, Chicago; Mrs. Norris C. Estabrook, 
Houlton, Me., and Ross B. Gordon, vice-president and supervisor of applications. 
Second row, Robert C. Glassman, San Francisco; Norris C. Estabrook, Houlton 
am agent: Harry V. Montgomery, San Francisco general agent: Walter C. Leck, W. T. GRANT 
hicago. 
Third row, Frank J. Lally, Boston; A. Chandler Farley, Houlton; William A. Waldman, 
Dallas; Isaac Loskove, and William a Wilder, Memphis; Alvin R. Hart, Boston, and 
Fred C. Richards, Toledo. 





At the recent two-day meeting in San 
Francisco of representatives of Business 
Men’s Assurance in California, Washing- 
ton and Oregon, President W. T. Grant 
was the first speaker on the program. 
J. P. Baldwin, vice-president and Califor- 
nia manager, presided at the business 
sessions. Mr. Baldwin was honored at a 
banquet during the convention on the 
occasion of his 25th anniversary with 
B. M. A. In January, 1937, he was elected 
a vice-president of B. M. A. and early 
this year was placed in charge of the 
entire west coast territory. R. E. Sanders, 
San Diego district manager, the all-time 
high leader of B. M. A., who has just 
completed his second year as a million 
dollar producer, gave one of the principal 


addresses. R. E. SANDERS 
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Winners in the Pan-American Life's inter-office golf tournament were presented tro- 
phies by President Crawford H. Ellis (center). William J. McGinty (right) was the winner, 
and Stan Douglas (left) the runner-up. 


Seven attendants at the Atna Life’s “Laboratory for Living” exhibit 
at the New York Fair are shown preparing for a busy day. These girls, 
several of whom are outstanding New York models, conduct visitors 
through the exhibit and explain the workings of the various displays 
which are dedicated to the cause of accident and fire prevention and 
health conservation. The “Laboratory for Living” is located in the 
Business Systems & Insurance building, in the shadow of the Perisphere 
and Trylon. 





